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INTEREST IN OMAHA CONFERENCE 


THREE COMMISSIONERS 


MEET 





May Be Some Developments Growing Out 
of the Nebraska, South Dakota 
and Wisconsin Conclave 





Omaha, Neb, Jan. 9.—(Special.)— 
Considerable interest is being taken in 
the conference that was held in this city 
last week between Insurance Commis- 
sioner Pierce of Nebraska, Commissioner 
Perkins of South Dakota and Commis- 
sioner Host of Wisconsin. The South 
Dakota commissioner has been hearing 
charges against the German American, 
German Alliance and the St. Paul on 
the ground that they violated the anti- 
compact law in being in a combination 
as to agencies paying graded commis- 
sions to agents representing exclusively 
union companies. 

Perkins May Take Action 

Commissioner Perkins has not yet ren- 
dered his decision on the question, but 
from all that can be learned he is likely 
to refuse licenses to the German Ameri- 
can and German Alliance. It is stated 
on the inside that the St. Paul placed 
itself on his mercy and the company is 
likely to get off with a reprimand. 

Report has it further that no action 
will be taken until the companies pub- 
lish their annual statements in papers 
throughout the state as required by law. 
This amounts to about $500 for each 
company, and it is stated that if drastic 
action were taken at the present time 
the papers would rebel at not having 
this nice revenue. 

Pierce May Have a Gun 

It is understood that Commissioner 
Pierce of -Nebraska has something up 
his sleeve that may cause trouble for 
the companies following the decision of 
the United States supreme court that 
the anti-compact law of Iowa is con- 
stitutional. Nebraska had a similar law 
which was declared unconstitutional by 
Judge McPherson, who rendered a sim- 
ilar decision as to the Iowa law. The 
Nebraska case, however, was not ap- 
pealed, but it is said that Commissioner 
Pierce now feels that the old Nebraska 
statute will stand and he is liable to 
begin some sort of proceedings. He has 
been taking an interest in the South 
Dakota case and it is understood that 
he decided to go over the matter with 
Commissioner Perkins of that state. 

Interest as to Host. 

Commissioner. Host of Wisconsin was 
here examining the National Mutual 
Fire of this city. He may have taken 
up the life insurance subject with these 
two commissioners in order to get co- 
operative action throughout the west 
along life insurance lines. The fire in- 
surance men, however, are wondering 
whether he took up the fire insurance 
subject with the other two commission- 
ers, 

Perkins Will Not Take Action 

Pierre, S. D., Jan. 10.—(Special.)—It 
is not believed here that Insurance Com- 
missioner Perkins will take any action 
against the three fire companies which 
he had appear before him on charge of 
being in a combine. Those who attended 
the hearing give it as their opinion that 
the allegations against the companies 
were not at all sustained and hence there 


(Continued on Page 13.) 
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PATRISON'S VIEW OF INSURANCE 


COMMENT OF OHIO GOVERNOR 








Much Interest in the Position Taken by 
Underwriters in the Recommenda- 
tions of an Expert 





Governor Pattison of Ohio delivered 
his inaugural message on Monday. His 
accession to the governorship is conceded 
in Ohio political circles to mark the be- 
ginning of a new political era in the state. 
His expressions on insurance are particu- 
larly interesting. ; ; : 

He advocates a reduction in the life 
insurance taxes from $1,000,000 to an 
amount sufficient to maintain the state 
insurance department, about $50,000 per 
year. He is non-committal on the subject 
of new insurance legislation, but advo- 
cates national supervision. Fire and 
casualty insurance are not discussed, but 
may be made the subject of a special 
message. 

No Mention of Investigation 

The governor made no reference to the 
proposed life insurance investigating com- 
mittee of the Ohio legislature, modeled 
after the famous New York committee. 
It is stated on good authority that the 
movement for such a committee is a 
strong one and that the legislature will 
probably make an appropriation for it, 
though it is not believed Attorney 
Hughes of New York will be employed, 
as has been reported in the daily papers. 
Mr. Pattison probably took the proper 
course in ignoring the subject in his 
message. 

People Interested in Insurance. 

Following is the part of his message 
relating to insurance: 

The people of Ohio are vitally interested 
in the subject of insurance. There were in 
force on Jan. 1, 1905, in this state, in what 
fis known as the regular life insurance com- 
panies, 285,982 policies, representing $504,- 
918,796 insurance; in industrial companies 
898,681 policies, representing $117,077,100 in- 
surance, and in fraternal societies and asso- 
ciations 275,869 policies, with $325,759,461 
insurance. 

The Ohio insurance department was or- 
ganized in the year 1872 for the purpose of 
protecting the interests of citizens who 
carry insurance. It has proven to be one 
of the best of the various state depart- 
ments. When the original law which cre- 
ated the insurance department was enacted 
it was, perhaps, not surpassed by that of 
any other state. At that time it was evi- 
dently the intention of the general as- 
.sembly to make the insurance department 
only self-sustaining; that is, funds of the 
policyholders of only a sufficient amount 
to defray all the expenses of this depart- 
ment were to be paid to the state in the 
way of fees. 

Big Revenue ‘Is Secured. 


From time to time the policy of the state 
in this respect has changed, and from a 
department for the protection of the in- 
sured it has become also one of revenue, so 
that row nearly $1,000,000 of the policy- 
holders’ money is being paid annually to 
the state, while the annual expenses of the 
department are less than $50,000! It is 
for the genefal assembly and the people 
to determine whether it is just to con- 
tinue the present policy of making this 
department one of revenue by taking from 
the policyholders more than is sufficient to 
pay its expenses. Life insurance should 
first be made absolutely safe for the policy- 
holders, and then it should be secured at 
the lowest cost possible. 

Advocates National Supervision. 

The laws of Ohio pertaining to insurance 
and for the security of the policyholders are 
among the best of those of all the states, 
but if they can be make better and stronger 
and the interests of the policyholders can be 
more strongly safeguarded, proper changes 
or amendments should have your early con- 
sideration. 

There has never been any effort to tax 
payments made by the many fraternal or- 
ganizations of the state, and I am sure no 
such effort to this end will be made by this 
general assembly, and I hope by no other. 

President Roosevelt's efforts for national 
supervision of insurance should have your 
approval—such national supervision-as will 
surround the policyholder with additional 
safeguards and lessen the cost of his in- 
surance, 

I have not had time to go into any de- 
tails in reference to fire and other forms 
of insurance. Permit me to say that these 
interests are very great and very important 
in Ohio, and should have your careful 
and considerate attention. Upon this sub- 
ject I may take the liberty of sending you 
a special message. 


WANT COLUMN, Page 15 








VANDIVER WILL MAKE DEMANDS 





Missouri Superintendent Will Likely Use 
His Discretionary Power to Bring 
Better Practices in the State 





It is likely that Superintendent Van- 
diver of Missouri will not license com- 
panies unless they pledge themselves to 
observe certain practices which he thinks 
are essential to the good of the business. 
He has been in touch with some of the 
members of the St. Louis Life Under- 
writers Association, which has appointed 
a committee to attempt to reform prac- 
tices in the state. It is understood that 
Mr. Vandiver will take up the subject 
of rebating and require comnanies to 
pledge themselves against it and to in- 
sist on their agents collecting the full 
premium. 

It is also stated that he intends to 
stop the practice of issuing dated-back 
policies and will probably forbid the is- 
suance of different forms of special 
board and deceptive contracts, which are 
usually misrepresented by agents. 


GIRARD MAKES CHANGES 


J. H. Clinton, special agent of the 
Calumet for Michigan and Indiana, has 
resigned to take the Ohio and Michigan 
field for the Girard, with headquarters 
at Cincinnati. Mr. Clinton is a trained 
field man of splendid ability. 

Charles H. Harraden of Chicago, who 
has been in the field for the Girard for 
a number of years and more recently 


in Michigan and Ohio, has resigned. He. 


has not announced his future connection. 

J. G. S. Best, the old reliable, will 
confine his attention to Illinois and In- 
diana. 


Carl A. E. Host, who is an examiner . 


in the western department of the Girard, 
has been appointed special agent of the 
company for Iowa. 

The Girard is expanding quite a little 
in the west, is contracting the territory 
of its field men in order to allow them 
to cultivate their territory more assidu- 
ously. The move is a good one. 


WOLTERSDORFF TAKES FIELD 


R. F. Woltersdorff, one of the leading 
examiners in the western department of 
the Sun, who is regarded as a very bright 
young man, has been appointed special 
agent of the company in Illinois, Iowa 
and Wisconsin, to assist J. M. Hilton, 
who has charge of that field. 


FIELD PLANS COMPLETED 


The American of Philadelphia and 
Spring Garden have now completed their 
arrangements for Illinois and Indiana. 
J. O. Gable of Peoria, Ill., who will 
handle Indiana for both companies, will 
also be in charge in northern Illinois. 
A. F. Miller of Belleville, Ill., who here- 
tofore has been special agent of the 
American, will have both companies in 
southern Illinois. Mr. Miller decided he 
would go with the Union of Philadel- 
phia, and it was so announced; but later 
he concluded to stay with the American 
and Spring Garden. 


HOSMER ELECTED DIRECTOR. 


R. W. Hosmer of Chicago, of R. W. 
Hosmer & Co., western managers of the 
American of Boston, was elected director 
of the company this week. The present 
management controls over twenty-five 
hundred of the three thousand shares and 
thus the permanency of the company un- 
der the present administration is assured. 


The Texas Association of Local Fire 
Insurance Agents has begun the new 
year with an earnest effort to increase the 
membership of the association. Miss 
Clara L. Day, who has been in the insur- 
ance business at Springfield, Ill, for sev- 
eral years and who recently came to San 
Antonio, has been. employed by Secretary 
Fred J. Johnston to assist in the office 
details. 
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HE HAS A VISION OF UTOPIA 





Mr. Imboden Would Have All the Life In- 
surance Companies Subject to a 
Governing Board 





D. C. Imboden, a New York business 
man and formerly a Chicago grain mer- 
chant, who claims to be largely responsi- 
ble for opening Galveston as an export 
city, recently addressed the insurance 
commissioners of the various states pro- 
posing a plan for reorganizing the life 
insurance business upon a radically differ- 
ent basis from that under which it now 
operates. Mr. Imboden states that he has 
heard from several of the governing offi- 
cials, and that one at least thinks so 
favorably of his plan that it will be 
embodied in a message to the state legis- 
lature, and statute enactment sought. 

Mr. Imboden would consolidate all of 
the companies, have a governing board 
selected by the state governors, all offi- 
cers be subjected to the final supervision 
of the President of the United States. 
He is a bit hazy concerning the insurance 
feature of the business, having given 
greater consideration to the investment 
side. Instead of having premiums col- 
lected at New York and other large 
centers, he would have them held largely 
in the localities from whence they come; 
the insurance interests to organize a series 
of banks which would loan upon prop- 
erty and excellent securities, and thus to 
secure to policyholders the full earning 
power of their money. He states that he 
has no selfish interest in the proposed 
movement, not even as a policyholders, 
being actuated solely by a desire to help 
his fellow men. 


CHICAGO BOARD MEETING. 


The Chicago Underwriters Associa- 
tion met Wednesday of this week and 
re-elected its old officers, E. M. Teall 
being president. It was voted to allow 
a 5 percent decrease in rates in the busi- 





ness district if the city will install a 
standard high-pressure water system. On 
Thursday of this week the association 
will hold a meeting to vote on transfer- 
ring its plant to the Chicago Board of 
Underwriters, the latter to be the local 
organization hereafter. 


LATE NEWS FROM NEW YORK. 


New York, Jan. 10,—(Special.)—The 
Federal Lloyds of Chicago has revoked 
the authority of its attorney and man- 
ager here, H. N. Luesing, and requests 
brokers to remit direct to the home of- 
fice. Luesing has been missing for some 
days and cannot be located. He is said 
to have collected a lot of money before 
be skipped. 


The Eastern Adjustment Bureau is 
a with a prominent western 4d- 
juster to become its manager. 

West Virginia has been added to the 
field of L. V. Bently of Richmond, spe- 
= of the United States and North 

iver. 


_Fergus G. Lee has been elected second 
vice-president and William P. Maus sec- 
retary of the Sun of New Orleans. 


RUSSELL TAKES FIREMANS FUND 


M. B. Russell, for eleven years repre- 
senting the North America and Phila- 
delphia Underwriters in Kentucky and 
Tennessee, has resigned to succeed John 
J. Purcell as special agent of the Fire- 
mans Fund and Home Fire & Marine in 
those states, Mr. Purcell taking Ohio 
for these companies. 





It is understood that the Royal Ex- 
change contemplates an early entrance to 
Virginia. 

Howard S. Nulton, special agent for 
the Niagara, with headquarters at Rich- 
mond, Va., is ill in that city of -pnew- 
monia. ‘ 
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WHAT THE LIFE COMPANIES DID 


GENERALLY BEAT OLD RECORDS 








Conservative Companies of the East and 
Young Ones of the West as a 
Rule Did Well 





Reports which continue to come in 
show great gains made in new business 
last year over 1904. For instance, the 
Provident Life & Trust did its greatest 
year’s business in 1905, and so did the 
Penn Mutual. The young Indianapolis 
companies made great strides, while the 
big assessmeut company, the Bankers Life 
of Des Moines, made a wonderful record. 

Pittsburg Companies Did Well. 

The Reliance Life reports paid-for busi- 
ness last year $4,242,000, gain 29 percent. 
Its insurance in force is $7,142,582, gain 


69 percent. The income is $378,028, gain 
60 percent. The assets are $2,131,520, 
gain $82,427. The Reliance is honestly 


managed and is doing business on safe 
methods. 

The Pittsburg Life & Trust wrote in 
round numbers $4,400,000 new business, 
about a million and a quarter more than 
in 1904. It has $10,850,000 in force, a gain 
of $2,515,000. Assets have now reached 
the million mark. 

Travelers’ Healthy Gains. 


The Travelers has gotten out its finan- 
cial statement for the year showing assets 
$48,960,079, an increase of $4,503,000. The 
surplus to policyholders is $6,353,858. 
The income is $13,895,000, increase $1,- 
355,000. The life insurance in force 
amounts to $155,286,000. The life pre- 
miums last year amounted to $5,400,933. 
The accident and health premiums 
amounted to $2,988,974. The health pre- 
miums alone were $266,421. The liabil- 
ity premiums were $3,364,650. The new 
insurance paid for in the life deoartment 
amounted to $20,604,310. The accident 
reserve amounts to $1,650,460, the liability 
reserve $3,882,257. The accident policies 
paid for were 109,173; the liability poli- 
cies, 35,067. The dismemberment losses 
and weekly indemnities amounted to 
$850,264; the death losses, $539,215. The 
amount paid for accumulative, double and 
surgical benefits was $171,744. The lia- 
bility losses were $1,430,815. The Trav- 
elers has added $902,000 this year to the 
liability reserves. 

The statement of the Travelers there- 
fore is very gratifying to its policyholders 
and agents. It has done much during the 
past few years in opening and furnishing 
branch offices, developing new methods 
and securing better inspections and serv- 
ices. These results have been accom- 
plished without an increase in the expense 
ratio. The Travelers is in a position now 
to push its work very effectively. 

New York’s Exact Figures. 

The New York Life’s new paid busi- 
ness in 1905 was $296,640,854, decrease 
$35,000,000; in force $2,061,593,886, gain 
$132,984,578 ; assets $435,820,359, gain $45,- 
160,099; first vear’s premiums $12,352,477, 
decrease $1,696,060; renewals $69,578,845, 
increase $5,156,091; total income $102,- 
630,864, increase $5,739,592; payments to 
policyholders $40,262,032, decrease $26,- 
544; expenses 18,301,274, decrease $1,146,- 
503; reserve $375,082,390, increase - 
850,931; reserve for future divilends $47,- 
528,130, dividends for 1905 $5,290,607. 

Home Life Growing 

The Home Life, which came out so 
well in the New York investigation, 
shows assets $17,886,595, gain $1,280,366; 
premium income $3,216,143, gain 5.86 ~er- 
cent; insurance in force $79,775,240, gain 
$4,883,051. The company regards its de- 
ferred dividend fund as a liability. It 
now amounts to $1,453,907, increase 12.7 
percent. The company is growing nicely. 

Beats Its Past Records. 

The Provident Life & Trust, a com- 
pany of the very finest brand, a good 
dividend payer and first class in every 
way, wrote last year $20,150,428. It has 
$177,878,748 in force. Its assets are 
$57,696,148, surplus $8,495,033. Its pre- 

(Continued on Page 7.) 








AS VIEWED FROM CHICAGO. 


CHICAGO’S FIRE PROTECTION 


The National Board committee of 
twenty has made its report on the fire 
protection in Chicago. Conditions as 
enumerated are well known to local 
agents. The report states that the city 
is weak in fire protection, although the 
fire department as a force is good. It 
works under the disadvantage of having 
to cover too large an area; it has too 
few men; it lacks modern equipment; 
the water supply has not sufficient pres- 
sure. 

The experts who made the investiga- 
tion recommend a high-pressure system 








at once. It suggests that pressure should 
be increased to a minimum of fifty 
pounds. It recommends that additional 


mains be !aid throughout the city, that 
the excessive waste of water be checked 
by the meter system, and leaky mains 
should be replaced. It states that pro- 
motions in the department should be 
made on the ground of efficiency. It 
recommends the addition of eleven new 
engine companies, more ladder compa- 
nies, and states that the engine companies 
should be arranged so that one shall be 
stationed within three-fourths of a mile 
of every group of valuable buildings. 

The experts think that the building 
laws should be revised to conform with 
modern views, especially in limiting ex- 
cess height and area. It also thinks that 
there should be better regulations govern- 
ing the manufacture, sale, storage and 
transportation of explosives. It advocates 
the equipment of buildings with sprin- 
klers which, by reason of size, construc- 
tion or occupancy, might act as con- 
flagration breeders. 

The report deprecates the labor union 
sentiment in the department and says 
that the Firemens Association is harmful 
to the general discipline. 

The report states that the department 
has fallen far behind the growth of the 
city. It thinks that mill and slow burn- 
ing buildings of excessive height, com- 
bined with unprotected openings, intro- 
duce hazardous conditions. It recom- 
mends the extension of the fire limits to 
include the stock yards. One of the fea- 
tures it brings to notice is that in case 
of a number of bad fires happening 
simultaneously, the department would not 
be able to cope with them. 

+e te 
OPEN RATE CONDITIONS. 

The policy of some companies in giv- 
ing notice that they will protect their 
business in Kansas led the Home to 
issue a himilar notice for the whole 
state. Most of the companies regard 
the opening of rates here and there 
as an entering wedge for complete de- 
moralization. Conditions in Kansas and 
Iowa are in bad shape. Some of 
the cities of Iowa that were organized 
are still holding together, but outside 
of these the tariff can seldom be got- 
ten. 

Missouri. is slowly disintegrating. 
Companies are applying the relief rule 
and many towns are put on the open 
rate list. Nebraska, too, has its dark 
side. In the small towns a tariff rate is 
a curiosity. 

Whether companies can confine these 
conditions to these states is a grave ques- 
tion. 

conn at 


COMPLICATED SUBROGATION CASE. 


An interesting subrogation suit was 
before Judge Gary of Chicago a few 
days ago. The Indemnity Exchange 
had a loss on the Parkhurst-Davis Mer- 
cantile Company of Topeka, Kan. The 
Indemnity Exchange declined to pay the 
face of its $30,000 policy owing to a 
clause in the contract which stipulates 
that it shall have as high a rate as any 
on the risk. The Indemnity Exchange 
claimed that there were higher rates 
than it secured, but offered to adjust the 
loss pro rata on the basis of the rate it 
received, which would have meant a con- 
siderable scaling of the claim. 





The stock companies paid their share 
and took subrogation against the Topeka 
Waterworks Company, it being declared 
that there was almost total lack of 
water. The subrogation suits were com- 
promised and judgment was entered 
without prejudice. The amount was 
prorated among the-stock companies, the 
assured receiving a share because it was 
underinsured. 

In the suit of Parkhurst-Davis Com- 
pany against the Indemnity Exchange, 
judgment was given the assured for the 
amount of the policy. However, the In- 
demnity Exchange did not share in the 
subrogation money and the plea is set 
up that the assured will be paid twice, 
once by the Indemnity Exchange and 
again by the water company. The In- 
demnity Exchange cannot now enforce 
its claim against the water company, be- 
cause in the compromise case further 
rights were waived. 

Judge Gary decides that as the settle- 
ment with the water company was a 
compromise, it is not proof that the In- 
demnity Exchange could have sustained 
its claim and before this could be de- 
cided, the whole case against the water 
company would have to be tried. 

Attorney Frederick A. Brown of Chi- 
cago, who with Judge Lee Monroe and 
W. F. Schoch of Topeka conducted the 
case for the successful complainant, 
said the contract of insurance is unlike 
any other fire insurance contract issued 
and it is the first time this contract was 
ever before the courts. The policy, he 
says, is midway between a Lloyds and 
that issued by a mutual company. It 
was claimed by the manager for the In- 
demnity Exchange that it was a “gentle- 
men’s agreement” only and could not be 
enforced in court. When the suit was 
filed in the early part of 1805 Judge 
Brentano issued an injunctional order 
tying up $40,000 of its funds, out of 
which to pay any judgment that might 
be recovered on the policy, the liability 
of each member of the defendant having 
been limited. In signing the decree 
Judge Gary said it was the most import- 
ant case that would likely be in his court 
for some. time. 


++ ++ 


BEET SUGAR WAREHOUSES 


Later investigations of the beet sugar 
warehouse loss at Rocky Ford, Colo., 
tend to show that the plant was fired by 
an incendiary. This fire seemed to dis- 
turb the calculations of companies as to 
this desirable class of business. It was 
thought that a heavy loss from natural 
causes would almost be impossible. The 
Rocky Ford fire caused some companies 
to rearrange their lines and write less 
liberally. 

Now it is understood that the com- 
bustion was- not spontaneous. Reliable 
report says that a very popular superin- 
tendent had been let out who had 
endeared himself to the employes. A 
new set of men were engaged. Some of 
the old workmen were foreigners. One 
of them, it is said, who thought he would 
be favoring his former employer ar- 
ranged to fire the plant. Evidences of 
gasoline were discovered. The wretched 
work of the firemen increased the loss. 

+e ae 


FORM FOR “‘F.-P.’* SYSTEM. 


Insurance companies, local agents and 
the insuring public will recall the bitter 
warfare of a few years ago waged against 
the “F.-P.” lighting system, manufac- 
tured by the Incandescent Light & Stove 
Company of Cincinnati. The device was 
pronounced extra hazardous by the Un- 
derwriters Laboratories, notwithstanding 
an emphatic denial by the makers. 
Finally when union rules were abrogated 
as to gasoline systems the companies be- 
gan accepting permits to use the “F.-P.,” 
although none of the printed forms now 
current are adapted to its use, some com- 
panies using one form and some another. 
The committee on fire protection engi- 
neering and the manufacturers of this 
device have gotten together and prepared 
a form of permit, and the companies are 
urged to insist upon its use. The makers 
agree to favor its use and state that the 





later installation of their machines are 
made in accordance therewith. 
++ ++ 


SOME LOCAL EVENTS. 


The annual Phenix dinner will be 
held in De Jonghe’s in Chicago, Jan. 
13. The field men and department heads 
will take their ladies. 


J. D. Sheahan has moved his agency 
to 314 The Temple. He was formerly 
on the fourth floor. 

R. H. Hunter, who formerly was in 
the field for the Commercial Union and 
later became connected with Nelson 
Morris & Co: and the Fairbank Can- 
ning Company, returns to the insurance 
business, making a connection with Bur- 
rows, Marsh & McLennan in Chicago. 
He takes the Morris and Fairbanks lines 
with him. Mr. Hunter has always been 
in the front ranks as an underwriter. 

Faithful service and hard work were 
recognized by Moore, Case, Lyman & 
Herrick in their counter man, E. A. 
Bremner, who has been with the firm 
and its predecessors for twenty-five 
years. He was presented with a hand- 
some gold watch. 


MAHONY BECOMES UNDERWRITER 


R. J. Mahony has been elected second 
vice-president of the New Brunswick 
Fire of New Brunswick, N. J., and will 
have entire charge of the underwriting. 
He was for twenty-three years associated 
with the Western of Toronto, a large 
part of the time as supervisor of its 
United States business. Since May last 
he has been with the New York offices 
of the company. The New Brunswick 
Fire passed into the hands of its present 
owners several months ago. Its capital 
was at once increased to $200,000, and 
entry secured into New York and a num- 
ber of other states. It has recentlv 
opened up on the Pacific Coast, and 


proposes going into desirable sections 
elsewhere. 
COCHRAN IN GENERAL AGENCY 


J. W. Cochran, formerly manager of 
the Ohio Inspection Bureau and later 
general adjuster for the Trezavant & 
Cochran general agency at Dallas, Tex., 
forms a partnership with Capt. Samuel 
Smith under the name of Smith & Coch- 
ran, who will be general agents at Dallas, 


covering Texas, Oklahoma and Indian 
Territory. 

_ Announcement is made of the dissolu- 
tion of the firm of Scruggs & Smith, 
general agents at Dallas. Under the ar- 
rangement the companies in the office 
will be divided as follows: To Gross R. 
Scruggs, Westchester, Williamsburg City, 
North River, Allemannia and Shawnee; 
to Smith & Cochran, Traders, National 
Union, Rochester German, Agricultural 
and Assurance Company of America. 


ATLAS MUTUAL DIVIDENDS 


F. T. Hammond, receiver of the Atlas 
Mutual Fire of Boston, has filed a peti- 
tion in the supreme court asking for au- 
thority to pay a dividend of 50 percent 
to the creditors of the concern whose 
claims have been allowed. The amounts 
aggregate $74,325. There are other 
claims which are in dispute for which 
the receiver has enough funds to pay a 
like dividend in the event of it being 
determined that they are also entitled to 
share in the assets. 


OPENING THE WEST. 


The Southern of New Orleans and the 
Armenia are now arranging to enter the 
western states and will begin planting 
agents in the field. The arrangements 
for the western department will soon be 
announced. Special Agent Powell is now 
planting the Armenia in Ohio. R. 
Tweeddale, of Dickson & Tweeddale, gen- 
eral managers of the two comnranies, is 
in Chicago looking over the field. 
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HECKLE EPISODE CAUSES STIR 








Cincinnati Agent Is Called Down for At- 
tempting to Capture Other 
Agents’ Expirations 





That methods of getting business are 
being closely scrutinized these days was 
shown in Cincinnati last week when 
Charlie Heckle, of John Heckle & Sons, 
was called sharply to time by his fellow 
members in the board for unethical prac- 
tices. The offense consisted in sending 
out a circular signed “Insurance Investi- 
gating Committee,” asking for expira- 
tions on policies where the assured was 
dissatisfied with the rate. The replies 
were to be sent to Box 213. Several in- 
surance men, having their attention called 
to the circular by customers, nlanned a 
denouement in the board meeting, which 
came off, and is said to have’ been 
dramatic. Mr. Heckle at once admitted 
his mistake and avowed contrition. The 
sincerity of his penitence has in a large 
measure appeased the agents and the 
matter has been further smoothed over 
by a personal letter to each member of 
the board from the elder Mr. Heckle. 
The whole matter has been the talk of 
the street for the past week. 

The circular was evidently an attempt 
to get expirations by playing upon the 
fact of the exceedingly low loss ratio in 
Cincinnati the past year. Heckle & Sons 
perhaps felt that they might secure reduc- 
tions from the rating bureau and thus 
capture business of other agents. One 
feature of the case was the nossible inter- 
vention of the postoffice department, the 
use of “Insurance Investigating Commit- 
tee” being unwarranted. 

John Heckle has written to the Cin- 
cinnati agents saying he is greatly hu- 
miliated at his son’s indiscreet action. 
He says the post office box has been dis- 
continued and all the replies destroyed. 





CLEVELAND’S LOW LOSS RATIO 





Complete Figures Will Probably Show It 
Under 30 Percent, While Premiums 
Reached About Two Millions. 





The loss ratio in Cleveland will prob- 
ably not be over 30 percent for 1905. 
There has not been a single loss that 
will aggregate over $50,000 to the com- 
panies. The Brooks foundry and the 
Empire Plow Company’s plant were 
among the largest. Agents believe that 
the gain in premiums for the year will 
be from 8 to 10 percent, which will 
bring them up to the $2,000,000 mark. 
The premiums for 1904 were $1,787,179, 
and for 1903 $1,832,328, showing a grad- 
ual but healthy gain. This, however, is 
not to be taken as resulting from an 
increase in the premium rates, for, as a 
matter of fact, there has been very little, 
if any, increase. Last year was one of 
great building activity and stocks have 
kept pace well with the building enter- 
prises. Then the new rule regarding 
term business has had a tendency to in- 
crease the premium | receipts. 


The James-Parsons-Ruggies Company 
is getting into line under the new or- 
ganization, the following officers having 
been selected: President, Albert W. Par- 
sons; treasurer, Walter J. James; secre- 
tary, P. S. Ruggles. There is about as 
good material in this triumvirate as can 
be found anywhere, all three being high- 
grade, experienced underwriters. Aside 
from having charge of the office, Mr. 
Ruggles will also do considerable out- 
side work. 

It is probable that the new numbers 
for buildings in Cleveland will not be 
in place for some little time yet. Until 
they are there will be some confusion 
in writing policies; yet most of the agen- 
cies have found a way around it that 
will hold good for the one year any 
way. 


W. B. Maxson & Co. have been ap- 





pointed managers of the National Lum- 
ber of Buffalo for Cuyahoga county. 
The sprinkler equipment of the Peer- 
less Motor Car Company having been 
completed, the risk is being written at 20 
cents. The standard wet pipe system has 
been installed and the plant will have a 
watchman and Newman clock. No insur- 
ance will be carried on the building which 
ae not been equipped. 
Goldsmith & Co., composed of 
D. — and Harry Goldsmith and L. G. 
Rosenstock, have opened an agency in 
518 Citizens building. 





TOLEDO HAS A GOOD RECORD 





Total Loss in the City Last Year Was 
$130,000—Fire Department 
Did Good Work 





The Toledo fire department responded 
to more alarms than ever before in its 
history last year, but the aggregate loss 
was the lowest it has ever been since 
the department was established. 

With 677 runs to as many fires and 
false alarms, exceeding by thirty-nine 
the record of 1904, the actual loss by 
fire was but $130,000 In 1900 the loss 
by fire was $163,000, and this had been 
the low record until this year. 

Chief Mayo and his men deserve 
praise for their work during the past 
year. Few cities in the country can 
make a report showing so small a dam- 
age from fire, when one takes into 
consideration the increase of population 
of more than 60 percent since 1904. 

The fire tug ordinance seems securely 
anchored in the archives of the com- 
mittee on ways and means of the city 
council. Some of the members are par- 
ticular opposed to the ordinance, and 
say if the fire insurance companies want 
the tug, they should pay for it. 

After all the reports concerning can- 
cellations on the Toledo traction risk, 
and the supposition that the company had 
little or no insurance, a well-known field 
man said a few days ago that he had 
authorized a line on it and that his agent 
could not get any business. 
seem as if the line is full or that the 
owners do not care for the protection. 


The Toledo Fire Underwriters Asso- 
ciation held its annual election Jan. 9, 
electing the following officers: President, 
Fred H. Dodge; vice-president. P. J. 
Kranz; secretary, Jas. A. Dailey; treas- 
urer, A. L. Knepper; executive commit- 
tee, Mrs. Elizabeth M. Irving, F. W. 
Whittlesey, W. R. Hodge. 

Braun, Torgler & Co. have been re- 
instated in the Toledo board. 





Stock Companies Get Line 


Stock companies have won over the 
line of the Cleveland-Akron Bag Com- 
pany in Cleveland from the mutuals. The 
company has two large plants in Cleve- 
land and makes an immense amount of 
goods. The line has been with the mu- 
tuals for several-years and it is under- 
stood that they carried about $800,000 
on it. The business is being placed by 
W. B. Maxson & Co. of Cleveland. 





Ohio Underwriters’ Figures 


The Ohio Underwriters Mutual Fire 
of Columbus, Ohio, has been examined 
by the Ohio department as of Dec. 16. 
The report shows, gross premiums in 
force, $25,180, losses in 1905, $7,004; 
assets, $17,515, net surplus, $16,066, net 
contingent liability. The company is 
prospering finely. 





i 
Will Hold Annual Meeting 


The West Virginia Fire Underwriters 
Association will hold its annual meeting 
at the Board of Trade rooms in Wheel- 
ing on Jan. 23. Several important. mat- 
ters are to come up for consideration 
and it is expected that all members 
will endeavor to be present. 

The question of a rating bureau for 
the state, independent of the. Ohio In- 
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Ohio’s Leading Agency Company 


Cincinnati 
Underwriters 


Composed of 
Eureka Fire and Marine Insurance Co. 
Organized 1864 


Security Fire insurance Company 
Organized 1881 


Combined Statement 
Capital $250,000 Assets $651,796 Surplus $433,997 


FA Rorminn, Pres. — Cincinnati, Ohio 


ADAM BEnvs, Sec’y. 


ORGANIZED 385! 


COOPER 


Fire Insurance Company 
OF DAYTON, 0. 








DAVID B. CORWIN CHAS. VAN AUSDAL 
President Vice-President 


CHAS. W. SCHENK, Secretary 





NATIONAL 


INSURANCE COMPANY 
Of Cincinnati, Ohio 





G. W. POHLMAN - - President 
E.W.BURNET -_- Secretary 
G. W. POHLMAN, Jr. - State Agent 


Agencies in Ohio Only 





German Fire Insurance 
Organized in 1867 Company of Wheeling,W.Va. 


Cash Capital, $200,000 
Net Surplus, $150,325.71 


WM. F. STIFEL, a. 
F. “RIESTER, Secreta: 
ANTON REYMANN, Vice-Pres. 


S. W. RICE and WM. R. RICE 
Special Agents 














Columbia 


Insurance Company 
OF DAYTON, O. 
Confines its Business to Ohio 


E. M. THRESHER 
President 


0. I. GUNCKEL 
Secretary 





TEUTONIA 


Fire Insurance Company 


OF DAYTON, OHIO 
INCORPORATED 1865 





Ohio’s Staunchest Fire Ins. Company 


Cash Assets - $622,584.46 
Net Surplus (Over capital andall abilities) 429,609.46 


EDWARD PAPE, Pres. T. A. LEGLER, Vice-Pres. 
J. LINXWEILER, JR., Sec’y. 





OHIO FARMERS INSURANCE COMPANY o*s'ro 


Fire, Lightning and 
Tornado Indemnity 





Statement Jan. 1,1905 


=: Reserve for re-insurance............eeeeeeseee $1, a8. 878. a 
& Reserve for losses and other CIAIMS 2 00000 cece 0,223,2 
WEt ENGR GUTPIGB, «00000 cccccccccccccccs cocccece soe, 317. 40 





Organized in 1848 


i ik tcis a cterics wiresicseseinadd 81,64 642,419.02 


JAS. C. JOHNSON, President 
M. L. BENHAM, Secretary 


Losses Paid More Than $11,000,000.00 





spection Bureau, is being agitated by 
some of the field men and this is likely 
to prove a subject of lively discussion. 





No Successor to Ross Yet 


No successor has as yet been appointed 
to fill the position of secretary of the 
Ohio Association of Fire Insurance 
Agents, recently vacated by A. P. Ross, 
who has become special agent of the 
Western Reserve for Ohio. Miss Foster, 
who was Mr. Ross’ private secretary and 
who had in charge the detail work of the 
association, has been appointed tempo- 
rarily as secretary and treasurer and will 
handle the entire routine of the associa- 
tion. The various stamping offices 
throughout the state are being discon- 
tinued as rapidly as possible, and those 
still in existence will probably be taken 
up as soon as a letter can be prepared 
and sent out by the association. The 
association will now probably revert to 
its original form as purely an agents’ 
association. There is quite a contingent 
among whom the feeling is that the asso- 
ciation should be entirely disassociated 
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from the rate-making end of the business, 
and to these especially will this change 
appeal. 





Ohio Agency Appointments. 
Soa, Pa.—C. J. Swift & Co., Cleve- 
n 


Capital—The Evarts Tremaine Co., 
Cleveland. 
Citizens—V. Butman, Fremo 


nt. 
Soannetionso at M. oem Berea; 8S. 


m.. North America—G. M. "Schwartz, ‘Colum- 
us 

Lon. & Lan.—J. J. Neahr, Toledo. 

Mich. Com’l—W. T. a, Kenton. 

Norwich Union—J. B. Wilson & Son, 
Bowling Green. 

New Hampshire—D. W. Hayward, Con- 
neaut. 

Phenix—J. H. re Winchester; J. 
ae Keys, Bridgeport; W. C. Seran, Beach 


- ct.—O. H. Wagner, Urbana; 
D. D. Beanblossom, Greenville. 
Union, Pa.—J. W. Miller, Bucyrus. 





Sues Local Agent 


The Western Assurance has com- 
menced an action in the common pleas 
court against its local agent, F. C. Holden 
of Van Wert, O., to recover $1,980, the 
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amount paid by the company on a fire 
loss suffered by the Rockford Milling 
Company Sept. 27, 1904. The company, 
in its position, alleges that it wrote its 
agent on Sept. 16, instructing him to 
cancel the policy. 





WITH THE AGENTS AT COLUMBUS 





North British and Mercantile and Phenix 
of Brooklyn Go on Sole 
Agency Basis 





The North British and the Phenix at 
present are on a sole agency basis at 
Columbus, having left the agency of Burt 
R. Wyeth, in order that he might qualify 
for membership in the Columbus board. 
This leaves these companies with but one 
agent in Columbus, they now being repre- 
sented only in the agency of Chas. 
Kemmler. 

It is rumored, however, that. these com- 
panies will not long remain on the single 
agency plan in Columbus and that more 
than likely a second agency will be ap- 
pointed for each within a short time. 

The agency of Burt R. Wyeth has been 
entirely changed, as he now represents 
the Atlas, Orient and German Alliance. 
Mr. Wyeth was formerly one of the 
agents of the Phenix and North British. 
Desiring to become a member of the local 
board, he was compelled to put the mat- 
ter up to these companies, and, when 
they did not change over to a single 
agency basis with him, he secured other 
companies and has now made application 
for membership in the board. The Atlas 
and Orient have heretofore been repre- 
sented in the agency of Chas. Kemmler. 
Mr. Wyeth has moved his offices and is 
now located with the state agency of the 
German Alliance. The appointment of 
Mr. Wyeth for the German Alliance will 
in no way affect the agencv of the Ger- 
man Alliance Association, which is with 
Fred W. Burkley. 

A great many of the Columbus insur- 
ance agents are members of the elegant 
new Ohio Club, which has been recently 
organized and which opened its club 
rooms on New Year’s on the top floor 
of the new Columbus Savings Bank & 
Trust building. Even at this early date 
this club has taken on the air of a meet- 
ing place of the insurance agents and at 
all times one or two agents may be 
found there. 





Dayton Inspection Postponed 


Owing to the heavy snowstorm and 
irregular train service, there were not 
enough members of the Ohio Fire Pre- 
vention Association on hand to begin 
the work of inspection at Dayton Tues- 
day, and it has been postponed to Feb. 
14. 





Collins to Do Adjusting 


Ernest H. Collins, well known as a 
local agent in West Virginia, has opened 
an office at Parkersburg, W. Va., and 
will act as an independent adjuster. Mr. 
Collins will no doubt meet with success 
in his work. 





Cincinnati Board Election 


The regular annual election of the Cin- 
cinnati Fire Underwriters Association, 
held at its January meeting last week, 
resulted in the entire regular ticket be- 
ing chosen. C. C. Rothier is president, 
B. T. Clemoris, vice-president; William 
Stredelman, secretary; E. F. Weiss, 
treasurer. There was another candidate 
in the field for both the presidency and 
the vice-presidency. The governing com- 
mittee consists of William Stredelman, 


J. Gano Wright, W. S. Heckle, William 
Klappert. 


The loss on the Julian Kokenge Com- 
pany, whose shoe factory was destroyed 
fire on the last day of the old year, 
has been adjusted by the companies agree- 
_ to restore the plant in good working 
order. 


The continual inspection and the re- 





quiring of the assured to keep his prem- 
ises free from rubbish of all sorts has 
shown good results for 1905, and it is 
expected that great benefits will also be 
derived from this work in this as well 
as future years. 





Adopt the Term Rule 


At the last meeting of the Springfield 
(Ohio) local board, it repealed its action 
taken at a former meeting and adopted 
the rule of union companies, which re- 
quires two and one-half times the annual 
rate for a three-year policy on business 
buildings, including opera houses, hotels, 
etc. The agents say that non-union 
agents made no objection to passing the 
rule, as they have always adherred to 
the rules and practices as recommended 
by the legislative companies. 





Wapakoneta Losses Nominal 


The report of the chief of the fire 
department at Wapakoneta shows that 
the town has had but eight fires in the 
past year and that the total loss will be 
less than $200. That official estimates 
that $20,000 premiums are collecteed in 
the town. 





OHIO NOTES 


J. A. Conn, senior partner in the firm 
of J. A. Conn & Son, at Van Wert, O., 
died last week. 

The many friends of Fred P, Thomas 
of Cleveland sympathize with him in the 
lose of his little boy, seven months old. 

Titus & Peoples of Pomeroy, O., have 
dissolved partnership. Percy L. Peoples 
takes the insurance business of the firm. 


J. W. Williams is now conducting the 
agency of Couplin & Williams at Cam- 
bridge, O., J. L. Couplin having died 
a short time ago. The same companies 
remain in the agency. 


W. B. Everett has sold his interest in 
the agency of McKinley & Everett at 
Marion, O., to A. A. Gottschall. Mr. 
Everett will take several months’ rest 
in hope of regaining his health. 

At the last meeting of the Ohio League 
at Columbus but little business was trans- 
acted. A meeting of the conference com- 
mittees of the two field clubs followed, 
but it is not known what business came 
before the members. 

Harley Titus, a young farmer at Clark 
county, O., has been indicted for obtain- 
ing money under false pretenses. His 
barn burned and he is alleged to have 
collected from the insurance companies 
for 10,000 pounds of wool, the presence 
of which in the barn at the time is now 
questioned. 


The Ohio Credit Men‘s Association has 
decided to co-operate with the Ohio 
Field Club for the carrying of adequate 
insurance on mercantile property. The 
credit men have arranged to send to the 
field club the names of merchants whose 
credit excceds their insurance, and wish 
the insurance men to use their influence 
to induce the merchants to carry ade- 
quate amounts to protect the wholesalers. 





The old agency of J. M. Cooper & 
Son of Wellsburg, W. Va., has been 
sold to R. H. Cooper of New Cumber- 
land, W. Va. T. H. Buchanan, formerly 
connected with the Cooper agency, will 
open an office, representing the Home 
of Wheeling. 





CAPTURE CLEVELAND LINE 


Wall & Whittemore of St. Louis have 
captured the entire line of the American 
Stove Company in Cleveland, O. The 
company owns three large plants there, 
and the business. has heretofore been 
placed the Cleveland Insurance 
Agency, rze H. Olmsted & Co., Bel- 
den Seymour and C. A. Muerman. The 
property is owned by St. Louis men, and 
the agency in that city took it on the 
non-resident brokerage plan. 
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IN ILLINOIS AND WISCONSIN. 


DOOLING IS IN ANOTHER MIX-UP 














Special Agents Go to Springfield to Inves- 
tigate Revelations in Court of 
Honor Scandal 





Frank E. Dooling of Springfield, IIl., 
at one time a prominent fire insurance 
agent and president of the Illinois As- 
sociation of Local Agents, got into finan- 
cial difficulties some time ago with his 
companies and was ostensibly dispos- 
sessed of his agency, as they went in the 
name of his brother. However, he has 
been the real factor in the agency. He 
became involved also in a building and 
loan association of which he was secre- 
tary. 

Recently the Court of Honor has been 
investigating his books. He was recorder 
of the district court and did not pay 
the December dues to the supreme body. 
He has been deposed, and it is under- 
stood he is $3,700 behind. It is said he 
has been in the habit of borrowing 
money from widows who were paid in- 
surance by the order. 

The special agents in the Dooling 
agency went to Springfield this week to 
investigate the conditions and take such 
action as may be necessary. 


Elevator at Anna Burns 


The Union County Milling Company’s 
elevator burned at Anna, Ill. It was 
counted a very good risk. Insurance is: 
American, N. J., $3,000; American Cen- 
tral, $3,000; Niagara, $3,000; Springfield, 
$2,000. 





Change at Rock Island 


Special agents interested in the old 
J. M. Buford agency at Rock Island, 
Ill, arranged for transfers last week. 
The Niagara, Pennsylvania, Franklin, 
German American and Hartford went 
to W. C. Maucker. Hayes & Cleveland 
get the Firemans Fund and National. 





Wisconsin Agency Appointments. 
perina. Pa.—J. M. Nolan, Chippewa 


alls. 

Connecticut—S. House, Lake Mills; F. L. 
Irwin, Spooner; L. S. Everts, Rice Lake. 

Concordia—J. A. Kircher, Barton; 8. H. 
Rondeau, Clintonville. 

Delaware—H. L. Halsted, Baraboo; A. 
G. Dana, Fond du Lac; E. Wernick, Hills- 


ro. 
P sas Assn.—Edward Sauerhering, May- 
ville. 

Ger. Amer., N. Y.—C. C. Cease, Fair- 
water. 

Hanover—Wm. Schroeder, Milwaukee. 

Home F. & M.—M. G. Fieckenstein, 
Marshfield. 

Lon. & Lan.—A. H. French, Kenosha. 

L & L. & G., Eng.—cC. F. Taylor, 
Wautoma; James Smith, Phillips; Charles 
Halks, Horicon. 

North. _B. & M., Eng.—J. D. Trelevan, 
Omro; C. F. Taylor, Wautoma. 

North River—Wm. Guilliaume, Hartford. 

N. W. Nat’l.—H. F. Jordan, Kenosha. 

Phenix—F. S. Woodward, Prairie Farm; 
Cc. H. Hart, Shell Lake; E. J. Henry, 
Basco; Leslie Burd, Belleville; W. ° 
Dudrey, Radison; Milton Grover, Ridgeland. 

Prov. Wash.—J. D. Trelevan, Omro. 

Reliance—D. K. Zimmerman, Waukesha. 

Sun Eng.—A. H. French, Kenosha. 

United American—M. J. Forecki and F. 
J. Grutza, Milwaukee. 

Kieliszewski, 


United tates — Martin 
Stevens Point. 

Westchester—M. F. Barber, Kenosha; F. 
J. Grutza and Mark Forecki, Milwaukee. 





Decatur Agency Is Sold 


E. G. Allen of Decatur has sold his 
agenev to G. A. Stadler. Mr. Stadler, 
formerly of Monticello, has lived in De- 
catur for 15 years, has been in the whole- 
sale grocery business and will devote all 
of his time to the business. Mr. Allen 
sells out in order to give all of his time 
to his personal affairs. 





Want Lower Rate 


The board of trustees of the La Crosse 
County Asylum at West Salem, Wis., 
at a recent meeting to consider the matter 
of insurance on the asylum property, 
unanimously decided to reduce the insur- 
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ance.on the main building from $45,000 
to $27,000, which has been done. The 
trustees claim that the present high rate 
necessitated such action. They point out 
the fact that improved fire protection has 
been provided, at an expense of $6,500, 
and they therefore ask for a rerating, 
existing policies to be given the benefit 
of any lower rate which may be adopted. 





National Mutual Enters Wisconsin 


The National Mutual Fire of Omaha, 
Neb., has been admitted to transact busi- 
ness in Wisconsin. Commissioner Host 
made the necessary examination of the 
company as required by law and found 
its condition satisfactory. 





Water Supply at Peoria 


Companies are somewhat anxious as to 
the condition of the waterworks at Peoria, 
Ill. The source of supply is from a 
reservoir, and the city receives its water 
through one avenue. Any accident to 
this line would cut off the water supply. 
It is stated that the pipes are affected by 
electrolysis, so that when heavy pressure 
is put on, the pipes are liable to burst. 
The insurance companies will insist that 
improvements be made. 





Field Club Meeting 


The Wisconsin Field Men’s Club held 
its semi-annual meeting in Milwaukee on 
Tuesday. There was a very good at- 
tendance, but only routine business was 
transacted and nothing of importance de- 
veloped. United States Manager J. A. 
Kelsey and General Agent H. W. Murray 
of the Aachen & Munich were in town 
and attended the meeting. 


ILLINOIS NOTES 


J. H. Losen gets the St. Paul at 
Galesburg, IIl. 

F. J. Denny, a local agent at Peru, 
Ill., is dead. 

J. C. Strader has bought out the 
td of E. B. McAllister at Geneva, 





Miss Ida Covey replaces Miss Helen A. 
Davis, resigned, as stamping secretary at 
Charleston, II. 

Fayette L. Lilly, one of the leading 
agents at Lewistown, IIl., has sold his 
agency to C. V. Groat. 

Byron D. Gray, one of the oldest 
agents at Jacksonville, Ill, died just a 
few days before Christmas. 

Fanny Raich has turned her agency 
at Warsaw, Ill, over to Mrs. Louisa 
M. Raich and retired from the insurance 
business. 

Talbot & Wiltberger is the name of 
a new insurance and real estate agency 
at DeKalb, Ill, that has taken three 
companies. 


A. W. Cummings of Rockford, IIL, 
who was formerly special agent of the 
American of Newark, has been appointed 
superintendent of agencies in the farm 
department of the company at Rockford. 


WISCONSIN NOTES 

H. W. Gilbert gets the Svea at Su- 
perior, Wis. 

A. J. Smith, a local agent at Waukesha, 
Wis., died this week. 

Opgenorth & Ziegler have entered the 
insurance business at West Bend, Wis. 

Frank Urwan, one of the leading locals 
at Oconto, Wis., has been operated on 
for appendicitis at St. Vincent’s Hospital, 
Green Bay. He is recuperating nicely. 

Sprinklers are reported out of service 
in the plant of the Oshkosh Furniture 
Company, Oshkosh, Wis., the building 
now being occupied for warehouse pur- 
poses only and advertised for sale or 
rent. 

Byron A. Morgan, Pabst Blidg., Mil- 
waukee, gets the sole agency of the New 
York Fire. He is one of the younger 
agents who gets out after the best class 
of business early in the morning and al- 
ways gets results, 
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MICHIGAN AND INDIANA. 


NEW BUREAU NOW UNDER WAY 











Chapman’s Michigan Rating Institution Is 
Serving Companies—Stamping Sys- 
tem Is Abolished 





The newly constructed Michigan In- 
spection Bureau, under the supervision of 
Inspector E. F. Chapman of Detroit, has 
gotten under way, and the service is be- 
ing supplied to authorized stock com- 
panies. In future this service will be 
confined to making surveys of insurable 
property, advising estimates of the fire 
hazard, proper forms of policy, methods of 
construction and _ protection through 
which the safety of property from de- 
struction by fire, in consequence of which 
the rate of insurance may be reduced, 
and generally to promote the business of 
fire insurance in Michigan. The examina- 
tion and stamping of daily reports will 
be discontinued, but the furnishing of 
books of advisory estimates to companies 
contributing toward the expense of the 
work and to their agents, sending sur- 
veys of risks and making electrical in- 
spections and reports will be continued. 
The changes in the method of work will 
necessitate the adoption of means for 
prompt dissemination of these _renorts. 
Accordingly the bureau hereafter will 
furnish companies with books of esti- 
mates, and also send bulletins of new 
ratings and changes of occupancy weekly 
instead of monthly as heretofore. The 
agents will be furnished with this data 
direct from Manager Chapman’s office in 
Detroit, thus effecting a saving of time 
in the dissemination of this information. 
The bureau will continue to supply 
printed clauses of standard forms, so as 
to promote uniformity and serve the con- 
venience of companies and avents. 

Inspector Chapman, having for a Jong 
time been engaged in the work, is fully 
equipped to make the service under new 
conditions acceptable and economical to 
those availing themselves of it, and the 
support of all contributors to the former 
arrangement will doubtless be continued. 
It is estimated that the cost per con- 
tributor will be less than heretofore. 





Indianapolis Board Election. 


Officers were elected by the Indianap- 
olis Fire Underwriters Association Tues- 
day night as follows: President, John 
R. Welch; vice-president, Fred Gregory; 
treasurer, Edward Hill; executive com- 
mittee—Albert Metzger, Fred Uhl, Sol 
Kiser. The executive committee is to ap- 
point a secretary who need not be a 
member of the association. A new bv- 
law was adopted, providing that outside 
brokers must pay a membership fee equal 
to what Indianapolis agents are charged 
in their respective cities. 





Michigan Agency Appointments. 


Boston—BE. 8. Rankin, Kalamazoo. 
Citizens—A. A. 8 aasaing, Jackson. 
Cooper—F. L. Elidridge, Durand. 
Eagle—Tierney Bros., Bay City. 
Indemnity—C. R. Wallace, Jackson. 

L. & L. & G., Eng.—C. B. Carver, Elk 
Rapids. 

L. & L. & G., N. Y.—McBratney & 
Klupp, Saginaw. 

New Hampshire—P. B. DeLisle, Delray; 
I. K. Hennes, Detroit; Hanson & Wick- 
ham, Hart; W. W. Wright, Jackson; E. E. 
Simmons, Marshall; J. G. Tucker, Mt. 
Clemens; W. H. Barcus, Muskegon. 

Prussian Nat’l—Smith &  Sponsler, 
Grand Rapids. 

Phoenix, Eng.—South Range Agency Co., 
South Range. 

Western, Ont.—J. H. Smith (succeeding 
Thos. Sullivan), Hastings. 





Indiana's Loss Ratio 


Indiana will not show up very well 
in the loss column for 1905, owing to 
the heavy losses of February, which in- 
creased the ratio of some companies 
above 100 percent. The $1,000,000 fire 
at Indianapolis was responsible for. much 
of the loss ratio for the first six months, 
amounting to 75 percent. It is stated that 
the loss ratio for the year will range 
between 70 and 80 percent. There have 





been numerous fires throughout the state 
of rather heavy nature 





Webster Gets the Capital 


L. Lester Webster has been appointed 
as special] agent of the Capital Fire of 
Concord for Michigan and will have his 
headquarters with the Michigan general 
agency of that company at Detroit, which 
is in charge of Frank J. Riggs. 





Indiana Agency Appointments 


National Union—W. F. Cornelius, Lin- 


on. 
Norwich Union—J. P. Chrisney, Chris- 


ney. 

Phenix—J. T. Plummer, McCordsville; 
P. C. Apple, Oaklandon. 

Royal Exchange—G. W. Lewis, East 
Chicago; Hammond & Cormany, Ham- 
mond; E. R. Burget, Francesville. 





RATE CONCESSION IS GRANTED 





Indiana Field Organizations Make an In- 
ducement for Acceptance of Three- 
Fourths Value Clause 





In Indiana there has been considerable 
trouble of late in securing attachment of 
the three-fourths value clause to policies 
covering frame stores and contents, and 
the Indiana State Board and Indiana 
League have agreed to a concession of 15 
cents in rate, in fifth and sixth class 
towns, when the following revised three- 
fourths clause is used, provided such 
risks are first rated under approved sched- 


ules and proper charges made _ for 
exposures, occupancies and other de- 
f.ciencies. 


In consideration of the acceptance by 
the assured of the following reduced rate 
clause a reduction from the established 
premium rate of fifteen cents has been 
allowed on this insurance. 

In consideration of the above reduction 
in rate of premium for which this policy 
is issued, it is, hereby mutually agreed 
that in event of loss, this company shall 
not be liable for any amount greater than 
three-fourths of the actual cash value of 
the property covered by this policy at the 
time of such loss, and in case of other in- 
surance, whether policies are concurrent or 
not, then only for its pro rata proportion 
of such three-fourths value. Total insur- 
ance is hereby limited to three-fourths of 
the cash value of the property hereby 
covered and to be concurrent herewith. 


In view of the fact that a higher basis 
rate has prevailed in Indiana than in 
surrounding states, it is believed the 
amended clause will be generally accept- 
able and the governing committee has 
approved the action of the state asso- 
ciations. 





MICHIGAN NOTES 


Rates have been declared off at Mance- 
lona, Mich. 

The Spring Garden goes to E. A. 
Waterfall at Detroit, Mich. 

H. J. Johnson of Battle Creek, Mich, 
has sold his agency to W. M. Andrus. 

Beaver & Diggins buy the agency of 
Manning & Burlingame at Cadillac, 
Mich, 

The Marquette National Bank Insur- 
ance Agency Company gets the Union of 
London at Marquette, Mich. 

Pontiac, Mich., will repair and place in 
commission its old fire engine, which has 
not been in use for a number of years. 

Fred. E. Shearer & Co. have been ap- 
pointed agents of New Hampshire Fire 
at Bay City, Mich., succeeding A. E. R. 
Bush. 

The State of Illinois has decided to 
enter Michigan. It withdrew a few years 
ago. The Comrmonwealth of Texas is 
also going into the state. 

The 75,000 gallon tank of the new wa- 
terworks system at Clare, Mich., will be 
completed in a month. When full the 
tank will give a pressure of 53 pounds per 
square inch in the city mains. 





INDIANA NOTES 

The recently organized Lafayette In- 
surance Agency at Lafayette, Ind., suc- 
ceeds the W. D. Heston Agency. 

The Hamilton Fire of New York, 
which is entering Indiana, has appointed 
the Geo. M. Cobb Company of Indianap- 
olis as agents. 
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THE WEST AND NORTHWEST. 


PEACE 








IN SIGHT AT ST. PAUL 





Now Believed That the Non-Board Ele- 
ment Will Soon Consent to 
Enter the Fold 





The differences existing between the 
board and non-board agents are now 
on the highway to settlement, and it is 
very likely that next month will see 
the two associations—the St. Paul Fire 
Underwriters Association, the board or- 
ganization, and the St. Paul Board of 
Fire Underwriters, the non-board or- 
ganization—united in perfect harmony. 

At a dinner given to the non-boarders 
by a special committee of the board 
agents, the two factions were brought 
together and all the differences were 
discussed. There are a few minor 
points in the by-laws of the board or- 
ganization which the non-boarders at 
present do not see their way clear to 
adopt. Another conference will be held 
in the near future, at which the dif- 
ferences will be gone over in detail, and 
it is generally predicted that the non- 
board element will combine with the new 
and more active body, which has the 
rate-making machinery. 





Ex-President Sues Company 


J. E. Werth of St. Louis, former pres- 
ident of the American Guaranty Fund 
Mutual Fire of that city, has brought 
suit against the company for $300,000 
for alleged breach of contract and $14,- 
338.83 alleged to have been advanced by 
him to the company. 

Mr. Werth was president of the com- 
pany from May, 1892, to November, 
1903. He alleges that in the first year 
of his presidency he and his brother 
were given a contract on which they 
were to receive 10 percent of all the 
proceeds of the farm department of the 
company. His brother’s interests were 
afterward assigned to him. He claims 
that when the board of directors in 
November, 1903, ousted him from his 
position it broke the company’s contract, 
dépriving him of commissions worth 
$300,000. 





Minnesota Agency Appointments 


American—J. L. McCulloch, J. R. Sloane 
and H. E. Sloane, Minneapolis. 

Ger. Amer., N. Y.—B. F. Tenney, Ada; 
Aygarn & Henderson, Halstad; A. E. 
os eT % Virginia. 


L. L. & G.—N. E. Hangen, Felican 
Rapids; Thorvie Kolstad, Evan; A. H. 
Enersen, Lamberton. 

W. Nat’l—Hester M. Shove, Minne- 


apolis. 
ew Hampshire—C. W. Newbery, 
Crookston; Chute Insurance Agency, Min- 
neapolis. 
Phenix—J. P. Samels, Lakeville; Odell 
& as Marshall; Jones & Dunn, 8t. 
aul. 
Star—Mary Hartney, Rochester. 
Sun—J. F. Hoffman, St. Paul; 


Peavey 
& Ward, Redwood Falls. 





Missouri Surplus Lines. 


The following agencies have reported 
to the Missouri department the amount 
of premiums placed with unauthorized 
companies on excess lines from June 1 to 
Dec. 1, 1905, and have paid the state a 
tax of 5 percent on the premiums. 


Premiums 

Received. 
Howard A. Blossom, St. Louis... ..$3,746.84 
G. D. Capen & Co., St. Louis...... 195.86 
ge ee Se eae 1,356.00 
Carroll & Powell, St. Louis........ 385.8 
Ernest Marshall, St. Louis......... 1,732.50 
William A. Noyes, St. Louis....... 214.5 
Schaefer & Freudenstein, St. Louis 264.00 
Wall & Whittemore, St. Louis..... 2,589.76 
James N. Burnes, St. Joseph...... 67.59 


_All of the agents licensed to do surplus 
line business have not reported. 





Reducing Fire Waste 


The Missouri Fire Prevention Associa- 
tion, which has done so much in de- 
creasing the fire hazard in Missouri, is 
endeavoring to get every company doing 
business in the state represented. The 
association has had something to do with 
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GERMANIA FIRE coxa 


COMPANY 
Organized 1859 
62 and 64 William St., Cor. Cedar, New York 


Statement January 1, 1905 
CN EN oa isan tne 00d 90 00ts eve tnd .000.00 
Reserve for Unearved Premiums... 2,524,219.17 
Reserve for Losses and ali other 


GN a ice ntec acs sees esse 189,255.06 
Net Surplus..........0-cecsseccee+-+ 2,699,225.50 
WOO AAG i. wooceposene sccd $6,352,699.73 


HUGO SCHUMANN, President 
Fr. Von BEeEnuts, Vice-Pres. 
. B. Epwarps, Vice-Pres. 
CHARLES RUYKHAVER, Sec. 
Gustav Keurp, Ass't Sec. 


Western Department 
E.G. HALLE, Mgr. Royal Insurance Bidg., Chicago, Ill. 


oo g 


CHARLES M. HENRY, Secv. 
ol Insurance Co. 









CHARTERED i8il 


NEWARK 
N. J. 


Cc ROLL L. DEWITT 
- General 


Agent 
153 La Salle Street, Chicago 
Applications from representative agent 











Of 

KONDONEMEY Liverpool, 
LANCASHIRE England 

FIRE a 

oy MPAr Charles E. Dox 
Manager 
Western t 

171 La Salle St. Chicago, Til, 





LOUISVILLE 


Insurance Company 


FIRE AND TORNADO 
INDEMNITY 
In business continuously under the same 
management since 1872. 


Applications from leading agencies 
solicited. 


Henry P. Magill & Co. 
General Agents 
184 La Salle Street 


Organized 1870 
836th Annual Statement of the condition of the 


CONCORDIA FIRE 


INSURANCE COMPANY 
OF MILWAUKEE, WIS. 
December 31, 1904 


Chicago 





Cash Capital - 200,000.00 
Reinsurance Reserve ‘ - 609,770.89 
Reserve for all other Liabilities 113,320.24 
Net Surplus - : - - 187,797.40 
Total Assets - . - 1,110,888.53 


GEORGE BRU MDER, President 
FRANK DAMKOEHLER, Secretary 


W. B. BIERCE. 


State Agent Michigan and Ohio, Whitney Opera 
House Block, Detroit, Mich. 


H. A. BARTELS, Special Agent 












INSURANCE COMPANY, 


OF AIX-LA-CHAPELLE, GERMANY, 


Harvey W. Murray 


153 La Salle St. 
General Agent Chicago 
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the reduction of the loss ratio. Its plan is 
to educate the public, to give information 
to persons contemplating building, to. de- 
tect defective electric equipments and to 
further the use of all sorts of fire pre- 
ventive apparatus. The field men, who 
are identified with it, have done much and 
deserve credit. 





Seven Entered lowa 


During the past year seven fire insur- 
ance companies have been admitted to 
Iowa.as follows. Buffalo German, Calu- 
met, Eagle, National of Allegheny, Queen 
City of S. Dakota, Transatlantic. In ad- 
dition to these, two Iowa companies were 
chartered, the Commonwealth, Ottumwa, 
and Atlas.of Des Moines. The only com- 
pany to withdraw was the Law Union & 
Crown. 





St. Paul Board Election 


At the annual meeting of the St. Paul 
Fire Underwriters Association the follow- 
ing new officers were elected: President, 
E. E. Hughson; vice-president, A. W. 
Perry; treasurer, W. H. Hart; secretary 
and manager, G. W. La Brande; directors, 
Paris Fletcher, John Townsend, C. H. 
Day, Val J. Rothchild, A. A. Doolittle, 
P. C. Weed, J. A. Rogers and W. H. 
Howard. 

~The association is in a very prosperous 
condition. It is now housed in elegant 
new quarters known as the Insurance 
building. Here are.offices for the salvage 
corps and the inspection bureau. 





Missouri Agency Appointments 


Amer., Pa.—M. A. Thomas, St. Louis. 
Citizens—W. D. Blansett, Cedar Gap; 
J. T. Hudson, Altamont; Cook & Fletcher, 


Ironton. 
Eagle—M. A. Thomas, St. Louis. 
L. & L. & G.—Magill & Haas, Albany, 
& Hemenway, St. 


Niagara—Peugnet 
Henry, West a 


Louis. 
Nat’l Union—B. F. 
N N 


Cairo; W. S&S. 
Shelbina; G. , 
O. Shenkner, Weston; 
R. <A. Coleman, 

. Head, Mendon; W. J. 


Carroll- 


F. . James, Elmo; 
Chramville; W. W 
Hyde, Yates. 

‘Western, 


Ont.—Harvey Erwin, 
ton; J. N. B 


urnes, St. Joseph. 





To Revive Midland National 


It is now understood that an effort is 
to be made to get the capital of the Mid- 
land National Fire of St. Louis paid in 
and the company started. About a year 
ago some St. Louis parties organized and 
chartered the company. The capital 
stock provided for, $100,000, was not paid 
in; however, and the company was al- 
lowed to almost go by default. 





Well Planted in lowa 


The Bankers Mutual Casualty of Des 
Moines, which now only writes a fire 
business, is well planted in Iowa, to 
which state it confines its business. T. 
E. Flanegin has been doing the field 
work for the company, but now goes 
with the Northwestern Underwriters. 
The Bankers Mutual had a good year. 





Want Better Protection 


Former employes of the water depart- 
ment of Oklahoma City declare the 
present superintendent is. incompetent. 
The business men are urging that some- 
thing be done to secure some sort of 
fire protection. It is likely that an en- 
gine will be borrowed until the city can 
purchase one. The local agents are 
much aroused over conditions. 





GENERAL WESTERN NOTES 

E. R. Smythe & Co. get the Michigan 
Millers at St. Louis, | 
.The Hamburg-Bremen 
dian Territory through 
Homer S. Fox. 

The Insurance -Men’s. Debating Club 
and Literary Society of Burlington, Ia., 
which used ta be the local agerits” club 


is planting. In- 
Special Agent 


Tanuary Tr TOM 





of that place, has practically abandoned 
the proposed celebration of the birthday 
of Robert Burns. 

The Pheenix of Hartford has changed 
from the Minneapolis Insurance Agency 
at. Minneapolis to C. J. Hedwall. 


The Washington Mutual Fire of St. 
Louis received $16,011 in premiums and 
incurred $7,480 in losses last year. 

W. J. Pommer and F. F. Yapp have 
purchased the insurance business of 
H. C. Carpenter at Waterloo, Ia. 


J. W. Jones and J. W. G. Dunn have 
purchased the Eaton & -Woodburne 
agency at St. Paul, established in 1855. 


The Commonwealth Fire of Dallas, 
Tex., intends to make application for ad- 
mission to Missouri as soon as possible. 

The Franklin Fire has re-entered St. 
Louis after being out of the city five 
years. Delafield & Snow have taken the 
agency for the city. 

J. H. Ayres of Sioux City, Ia, has 
been appointed general agent of the 
Iowa Tornado and Iowa Dwelling Mu- 
tual insurance companies. 


The Esterly-Hoppin Company of Min- 
neapolis has been incorporated. F. C. 
Esterly is president; G. K. Belden, vice- 
president; John Hoppin, secretary. 


The Law Union & Crown has with- 
drawn from Iowa on account of the de- 
cision of the United States supreme 
court upholding the Blanchard anti-com- 
pact law. 


It has been announced at St. Louis 
that owing to the improved equipment for 
fighting fire and added precautions 
taken by property owners to avoid con- 
flagration, there will be a reduction of 
rates this year amounting to about Io per- 
cent. 


At St. Paul, Minn., an ordinance has 
just been adopted by the city council 
requiring that electric light and power 
wires in churches, theaters and other 
places used for public gatherings, also 
wires in unfinished basements shall be 
placed in suitable metal conduits. 


LIFE APPOINTMENTS. 
Ohio. 
. oo Pa.—E. H. Kendall, Hamilton; 


Simpson, Berea; W. E. Bowyer, Troy; W. 
F. Kane, Warren; A. A. Bowers, New 
Philadelphia. 

Prov. Savings—H. N. Lenhart, Waseon. 
Reserve Loan—J. T. Downey, Cleveland. 
Wisconsin. 
4Ztna—E. R. Smith, Port Washington; 

J. H. Sprecher, Milwaukee. 
Cosmopolitan—M. H. Barry, Mcntello. 
Pacific Mut.—R. H. Riedel and Wm. 

Kuhnke, Milwaukee. 

Surety Fund—B. F. Sheridan and J. J. 

Hamilton, Eau Claire. 
Travelers—E. D. Bullock, Beloit. 
Union Mutual—Gustave Schrage, 

boygan. 


She- 


Indiana. 
Armenia Assurance, Phila.—C. F. Polley, 
Martinsville. 
Fidelity Mut.—J. A. Hawkins, Shelby- 
ville; F. A. Preston and W. R. Snyder, In- 
dianapolis. 


Security Mut.—Elza A. Bowen, Terre 
Haute. 
Michigan. 
Mut.— us McLean, Creswell; 


Mass. 
L. H. Kirtland, e. 

New York—cC. R. Orcutt, Berrien Center. 

Phenix Mut.—F. W. Craig, Boyne; D. A. 
Durfee, Detroit; J. E. Cassin, Ishpeming; 
A. E. McEvoy, Jackson; Robt. Plotler, 
Sherman. 

Minnesota. 


Bankers—W. F. Rodgers, peinncepeite; 
Frank H. Forber Minneapolis; +. we 
Miles, Blue Earth; Austin Moody, Duluth; 
Fred C. Squyer, Minneapolis. 

Conservative—C. D. Sprague, Minne- 
apolis; H. S. Amos and L. A. Noll, Proc- 
tor; O. S. Olson, Duluth, 

Hartford—J. G. Purple, Minneapolis 
sane Central—Edward Florance, Hum- 

t. 


Missouri. 
ZZtna—W. R. Crawford, Mound City; W. 
H. Hoagland and J. H. Hubler, St. Louis. 


e—O. A. , Rolla. 
Security T. & L.—C. K.. Lehrberg, St. 
Louis. ; 
N. W. Mutual—P. W. Terry, Samuel W. 
Porter, Springfield. 
Travelers—L. T. Sherrill, Naylor. 4 
Union Central—E. T. Hockaday, Holt.. 
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WHAT THE LIFE COMPANIES DID 


(Continued from Page 3.) 


miums amounted to $6,858,747. The Chi- 
cago office wrote $1,000,000. 

The Penn Mutual wrote over $86,- 
000,000 of new business last year. 

The A&tna Life ended the year with 
an increase of $3,500,000 in business writ- 
ten. 

Some Indiana Records. 

Approximate figures will show the 
American Central to have written about 
$10,500,000 last year, with $18,000,000 now 
in force, an increase of about 65 per- 
cent. The amount written in Indiana will 
be about $3,500,000, an increase of 100 
percent over 1904. 

The Inter State has about $17,000,000 
in force compared with $10,000,000 a year 


ago. 

The Meridian Life & Trust hopes to 
capture the record among home com- 
panies with its Indiana business, about 
$6,200,000 in 1905 compared to $3,200,000 
in 1904. 

The Reserve Loan wrote more than 
$5,000,000, raising the amount in force to 
more than $11,500,000. 

Among the Youngsters. 

The Central Union of Indianapolis, a 
year old Jan. 9, has $2,000,000 in force. 
It operates only in its own state and 
nearly all its business is on the twenty- 
payment life. The Indianapolis Life, re- 
cently incorporated, will begin, the new 
year with $500,000 on its books. 

The Majestic Life, organized June 1, 
and incorporated on a legal reserve basis 
last week, goes into the new year with 
about $1,000,000 in force. 

The Reliable Life of Indianapolis, or- 
ganized in February, has about $1,000,000 
in force, confining its operations to its 
own state. 

Growth of the Bankers. 

The Bankers Life of Iowa on Jan. 1 
had assets $8,776,103, an increase of 
$1,308,864. It issued $42,700,000 of in- 
surance last year, a gain of $10,000,000. 
It has insurance in force amounting to 
$254,700,000, a 14 percent gain. The 
reserve fund’ has reached $3,500,000. Its 
guarantee deposits to protect beneficiaries 
amount to $4,676,270. Its death claims 
last year were $1,520,000. The Bank- 
ers is an ably managed institution and 
is having a remarkable growth. 





DOUBT AS TO FUTURE POLICY 





Agents and Insurance Papers Unable to 
Fathom the Minds of the 
Three Big Giants 


New York, Jan. 9—(Special.)— 
There is much interest here as to the 
future policy of the three large com- 
panies in different directions. The 
agents are anxious to know just what 
will be definitely decided as to contracts, 
policy forms and values. 

It is thought the Equitable with its re- 
cent changes in commissions and policies 
will not take any further steps of vreat 
moment in that direction. It represents 
the renewal system graded in a way that 
is supposed to be most efficacious in 
holding the business. 

* * * 


Whether there will be any change in 
the New York Life remains to be seen. 
The new president, Alexander E. Orr, 
may not remain in that office after the 
annual meeting. It is thought that the 
agency system and Nylic plan have been 
so well grounded, and successful that 
they will be retained. It is a system 
unique and different from others. The 
Nylie came in for considerable probing 
at the hands of the investigating commit- 
tee, and, while some criticism has been 
heard, it is not likely to be loud enough 
to have an effect. 

x *k * 


The Mutual agents are very much in 
the air and in the large cities but few 
have signed the new contract. The Mu- 
tual will pay 60 percent on all: participat- 
ing forms and $1 a $1,000 bonus for 
the first $25,000 written, $2 for the sec- 
ond and so on, but the bonus is not 
retroactive, that is, if an agent writes 
$s0,000 he does not get a ‘$2 bonus on the 
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$50,000 but only on the second $25,000. 

The larger writers in the Mutual are 
to receive $2 a thousand bonus for the 
first $25,000, $4 for the second and so 
on. Even with the bonus the agents say 
they are being cut down with no ad- 
vantages to compensate.’ The agents 
were told that the values on annual divi- 
dends and short distribution plans would 
be the same as those on the twenty-year 
accumulation plan. These changes have 
not been made. The agents hold that if 
there is a greater demand for annual and 
five-year distribution policies, they should 
be made equally as liberal as the 20-year 
policy. 


* * * 


It is also understood that the company 
has shut off advances. The agents are 
said to be very anxious to know who 
will head the agency department. Presi- 
dent Peabody, new to life insurance, is 
not able yet to pass upon the most ad- 
vantageous system. 

It is also said in the large cities that 
there will be.a change in the medical ex- 
aminer system. Heretofore the company 
has had two or more examiners in big 
cities with regular hours at the office. 
Now it is stated there will be one 
salaried examiner who will give all his 
time to the work, employing other ex- 
aminers to do outside work that the reg- 
ular physician cannot attend to. 

x x =x 


The insurance papers are in doubt as 
to the advertising policy of the big com- 
panies. Heretofore they could count on 
the Equitable and New York Life for at 
least two or three pages a year. The 
Mutual carries an annual card and gave 
a page statement. 

Some of the favored papers, usually 
those of rather small circulation but with 
a heavy personal pull, got as high as 
$1,000 a year or more out of the giants. 
The New York Life and other compa- 
nies paid these “pets” large ssums for 
subscriptions, “write-ups,” photographic 
reproductions, etc. 

It is thought here that these parasites 
will now be reduced to their proper level 
and it is hoped advertising will be placed 
on the basis of circulation. 

A number of insurance journal mana- 
gers and editors courted the officials 
very assiduously. These men were in a 
sort of a ring who passed around the 
word when anything was being given 
out. Most of these journals are of the 
sycophant breed whose paid circulation 
is nominal. 

* * * 

Vice-President McClintock seems to be 
the main man in the Mutual on whom 
President Peabody is relying. He is 
really acting as general manager, al- 
though he has not the title. 

There seems to be more or less mys- 
tery about the triangular anti-rebate 
agreement. According to the best ad- 
vices, when a charge is made the matter 
is referred to the company employing the 
agent. If it feels the charge is well- 
founded it is handed over to the referee, 
Grover Cleveland, for final action. A 
conviction means immediate dismissal and 
neither of the other companies can em- 
ploy the convicted agent. 

* * * 

The “Department of Revision” of the 
Mutual Life will be discontinued, on the 
authority of one of its representatives 
who has resigned in anticipation of the 
company’s action. This is the secret 
service of the company and it has fur- 
nished the home office with all sorts of 
special reports on agents, policyholders, 
etc. The service was undoubtedly valu- 
able in some cases, but as it might be 
subjected to criticism on various grounds, 
its discontinuance was doubtless expe- 
dient. 

There is considerable interest here in 
the report that former President Mce- 
Curdy of the Mutual Life intends to 
expose those who have had a hand in 
promoting the features of that company 
that have been criticised. According to 
an interview given out by one of his 
friends, he does not intend to be made 
the scapegoat, and says others will have 
to share the responsibility. His  dis- 
closures will be awaited with much in- 
terest 
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DRIFT OF SENTIMENT 


INSURANCE sentiment is shifting some- 
what since it is seen that the control 
of the “big three” has passed definitely 
to the financial interests. Insurance men 
generally have been remarkably loyal to 
the three companies that have always 
been looked upon as the leaders in the 
life insurance world. As between con- 
trol by New York financiers and the pol- 
icyholders the choice of insurance men 
is inevitably in favor of the policyhold- 
ers. It is self-interest if nothing else 
that directs them in this. The various 
interests characterized as the Standard 
Oil group, the Morcan group, the Ryan 
group, etc., will doubtless remain in con- 
trol until either the policyholders in the 
various states organize or the combina- 
tion is broken by Hucnues, Lawson or 
some other independent force. 

This control by financiers, at least as 
a temporary measure, has been for some 
time foreseen to be inevitable. Condi- 
tions, however, are not so greatly differ- 
ent from what they have been all along. 
The McCurpy, Hype and McCati man- 
agements have but thinly disguised the 
fact that their companies have been man- 
aged largely with a view to the ac- 
cumulations of large sums for use in 
the New York money market. In this 
lies the real kernel of “high pressure” 
and “race for business.” Control of 
money in New York means power, so- 
cial and business prestige, wealth and 
personal success. Not to consider this 
as at least one of the motives that have 
inspired the race for business, in the 
light of disclosures, would be absurd. 

On the whole the reorganization from 
the inside by the financial interests can- 
not but result in great benefit. A house- 
cleaning process can be accomplished 
under these conditions much more sat- 
isfactorily than if it were done forcibly 
by some outside agency. It is not be- 
lieved that the financial interests will 
remain permanently in control. There 
is too much antagonism throughout the 
country against anything that savors of 
Wall street. Nearly every voter has 
personal interests involved in the prin- 
ciples at issue. The voice of the pol- 
icyholders will be expressed in legisla- 
tive enactments and by voting through 
state committees at the meeting of the 
companies. The feeling that the control 
of companies should not depend upon 
the investment of the reserves is intense. 
Already there is some talk in the west 
of passing laws in each state requiring 
the reserve on policies in that state to 
be invested locally and the securities de- 
posited with the state treasurer. 

President Morton of the EQurrasLe 
has done some good work in the house- 
cleaning line. As yet he has done 
nothing in outlining a new policy for 














the general conduct of the company. 
This has been quite a surprise to many 
who have looked to him as the Moses 
who should lead the companies out of 
the wilderness by placing the policyhold- 
ers’ interests first in his consideration 
of the problems confronting him. It has 
developed that both he, President Pra- 
sopy of the Mutua Lire and President 
Orr of the New York Lire are repre- 
sentative of the financial rather than 
of the policyholders’ interests. As an 
ex-railroad man Mr. Morton is par- 
ticularly attracted by the fact that the 
EguiTaBLE has vast sums invested in 
railroads, and he is giving these invest- 
ments his personal attention. Further- 
more, he appears to be working in full 
harmony with Vice-President TARBELL. 
Mr. TARBELL in an address a few days 
ago on the life insurance troubles dealt 
impressively with the fact that the life 
insurance companies have done more 
than any other factor to make New 
York the money center of thee world. 
His ambitions seem to lie along the 
same line as those of his preceptor, Mr. 
PERKINS, 

President Morton’s policy of inaction 
has been characterized by a close stu- 
dent of developments, who said, “He 
has, from his post on the inside, been 
able to suggest nothing better than the 
adoption of some of the suggestions that 
have been made from the outside. It 
is a pity that he is not capable of more 
originality.” 

Prosecutor HuGHeEs is engaged upon a 
monumental task, which he has just 
begun. To succeed along the lines which 
have been clearly indicated by his ques- 
tions on behalf of the investigating 
committee, he must accomplish nothing 
less than the regeneration not only of a 
great part of Wall street but also of 
New York legislature and the  in- 
surance department. That is to say, he 
must recast the environment of the big 
companies, and this, it would seem, is 
almost impossible. 

There are forces gathering, however, 
which may do much to assist him. There 
is evidence that President RoosEvEtt is 
taking a hand in the New York situa- 
tion in which the destinies of the “big 
three” are bound up. The election of 
J. W. WapswortH as speaker of the 
House means much to the cause of re- 
generation. 

In the early part of the investigation 
it was predicted that the net results by 
the investigation would be publicitv, on 
the hypothesis that the New York legis- 
lature could be controlled by the pow- 
erful interests allied with the old man- 
agements; but the exposé of legislative 
bribery and the great change which the 
disclosures have brought point to the 
possibility that there will be free action 
by the legislature, directed by minds 
having in view the best interests of the 
policyholders and the nation at large. 





One of the gratifying features of last 
year’s work was the success of the 
younger western companies in all 
branches of underwriting. 








Tue Chronicle of New York is doing 
some interesting talking these days. It 
is hitting the bull’s eye every time. 





Tue New York investigating com- 
mittee has closed its probing. Now let’s 


take a good breath and get to work. 





Personal Side of the 
Insurance Business. 


Joseph J. Devney, president of the 
Insurance Educator Company of Louis- 
ville and Cleveland, which publishes the 
Life Insurance Educator and conducts 
the American School of Insurance, has 
resigned as of Jan. 31 and will not there- 
after be connected with these enterprises. 
The Insurance Educator Company has 
found too many disadvantages in main- 
taining two offices. It has therefore 
been decided to remove the instruction 
department from Cleveland, where Mr. 
Devney is in charge, to Louisville, where 
the business affairs of the contpany are 
handled. The operations of the company 
will be in no way curtailed, the idea 
being to concentrate all effort from one 
point. Mr. Devney’s business relations 
with his associates of the Insurance 
Educator Company have been very pleas- 
ant. 

Mr. Devney organized the American 
School of Insurance and deserves great 
credit for what he has accomplished 
along higher educational lines for life 
insurance men. The school has reached 
a high stage of development and has 
students in every part of the United 
States and foreign countries. The many 
friends Mr. Devney has made will 
wish him every success in whatever line 
he engages. 

Young E. Allison, who has been vice- 
president of the Insurance Educator 
Company, succeeds Mr. Devney as presi- 
dent. I. Hitchcock, who has been 
secretary, will be vice-president and gen- 
eral manager, and W. C. Grigsby will 
be secretary. 





Mrs. Lillie Dearing of Portland, Ore., 
composed some words to be adapted to 
the tune of “Mr. Dooley” in which the 

lories of the Conservative Life were 
orever blended in magnificent diapason. 
It is said that even President Tupper 
was worked into a frenzy of enthusiasm 
by the sublime melody. It was sung at 
a banquet of Conservative agents. 

The rhythm and the swing suited the 
Conservative, but when the fair author 
presented a bill for $250 there was a 
different air rendered. The company 
said it did not engage Mrs. Dearing to 
produce the song. Her husband was an 
agent of the company and the prosaic 
soul at the home office. H. A. Behrens 
took the ground that Mr. Dearing was 
more pleased with the lyric than anyone 
else and did him more good than the 
company. The wife sued for $250 and 
Justice Reid, who is filled with divine 
harmony, gave judgment for $225. But 
Mr. Behrens says he will appeal the case. 


A. C. Heltzell of Denver, who for- 
merly traveled in the central western 
field, has been spending the Christmas 
holidays in his old haunts in Chicago 
and Michigan. He is now doing inde- 
pendent adjusting. Mr. Heltzell has 
mining interests and has recently become 
a ranch magnate. He is preparing to 
have sheep raised on his property. 


P. W. Ward, Ohio general agent of 
the Ocean Accident & Guarantee, will 
be prominent in the Ohio senate this 
year. He has been chosen as the chair- 
man of the insurance committee, which 
promises to become very active during 
the next few months. It is especially 
pleasing to see that this committee will 
be headed by an insurance man and one 
who has been in the business long enough 
to become thoroughly familiar with its 
needs. 


Charles W. Fracker, who has long been 
the state agent of the Sprinefield Fire & 
Marine in Iowa, is now 76 years of age. 
He still is active in the field. Mr. 
Fracker is one of the best known and 
highly esteemed field men in the west. 
He has given his life in a very faithful 
and honorable way to his chosen vocation. 
He is one of the veterans in the field and 
many agents regard him as a father. In 
this way he has formed very close per- 
sonal relationships. 





Some Strong Reasons for 


Use of Coinsurance 





(By C. L. Douglass of Cleveland) 
{Part of a letter in reply to the arguments 
for a law to prevent the use of the 
coinsurance clause in Ohio] 

There can be no question as to the 
truth of the claim made by the com- 
panies that “fire losses are controlled 
by an inexorable law of avreage.” 

All classified reports of fires and the 
statistics compiled by the insurance de- 
partments of the various states show 
that of any number of risks similar in 
their physical condition a well ascertained 
number will sustain loss during a period 
of say twenty years, and the number of 
fires and the total amount of loss in 
any given period of twenty years is 
strangely uniform. 

It is evident then that insurance com- 
panies must provide for a premium in- 
come from any class of risks that will 
pay losses and operating expenses for 
that class. The question for the insuring 
public is whether only a_ reasonable 
amount is collected by the companies 
and whether each insurer pays his fair 
proportion. 

* * * 

Is the use of the average clause neces- 
sary to bring about an equable distribu- 
tion of the fire loss and is it used for 
that purpose? 

The following example may help us 
to a conclusion: 

Let us suppose 1,000 risks, similar in 
their physical condition and environment, 
insured by the same company in the 
sum of $1,000 each, other companies car- 
rying other amounts. Of these 1,000 
risks a given number will have fires in 
any twenty-year period, and the insur- 
ance company knows in advance about 
how many fires will occur and the total 
amount of premium that will be needed 
to pay losses and expenses of obtain- 
ing and carrying these 1,000 for twenty 
years, but it cannot determine in ad- 
vance the total amount of insurance each 
of these 1,000 risks will carry, and there- 
fore it cannot in advance determine what 
proportion of the whole loss it will be 
called upon to pay. For the same rea- 
son it cannot with any degree of cer- 
tainty determine the rate that should be 
charged any one risk. Now, how can 
these uncertainties be eliminated? Can 
they be eliminated without doing an 
injustice to any of the parties to the 
insurance contract? 

x * * 


Before answering these questions, let 
us work out another problem with these 
same 1,000 risks. 

Let us suppose, as will actually hap- 
pen, that the owners of each of 500 of 
these risks carry insurance equal to 
80 percent of their value and the owners 
of the other 500 risks carry insurance 
equal to only 50 percent of their value. 
It is plain that the first group will pay 
out much more for insurance than will 
the second group. The losses in any 
twenty-year period will be as great on 
the second group as on the first. If 
the insurance companies come out even 
on the entire number of 1,000 risks 
they must either charge group No 2 a 
much higher rate of premium than is 
charged group No. 1, or if the rate on 
both groups is the same, group No. 1 
will pay not only its own losses and 
expenses, but something toward the 
losses on group No. 2, and in addition 
pay to the insurance companies all of 
their profits, if any are made on the 
1,000 risks. 

This would be an injustice to the 
owners of the 500 risks comprising group 
No. 1, and yet the insurance companies 
have but one means of correcting the 
evil. 

* * * 

We have found a natural law of aver- 
age governing the annual loss ratio to 
value, in any large number of risks of 
the same class. This average annual 
loss ratio found, it is easy to determine 


(Continued on Page 14.) 
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IN LIFE INSURANCE CIRCLES. 


NEWPORT RECEIVES PROMOTION 








Has Been Appointed Superintendent of 
Agents of the Pacific-Conservative 
Life—Will Visit West 





Fred P. Newport, who has been with 
the Conservative Life in the field for 
about four years, has been appointed 
superintendent of agents of the Pacific 
Conservative Life. His promotion is 
gained entirely on the basis of merit. 
He is probably the youngest man‘ hold- 
ing an important position of this kind, 
as he is yet in the early thirties. He 
has met with great success in his field 
work, and is thoroughly in sympathy 
with the trials, struggles and _ victories 
of the men out in the ranks. It is 
likely that Mr. Newport will soon visit 
the central and eastern fields to become 
acquainted with the company’s managers 
and agents. 





New Orleans Company Starts 


The Interstate Life Assurance Soci- 
ety of Louisiana, whose headquarters 
are at New Orleans, secured its charter 
a few days ago, and expects to be writ- 
ing business Feb. 1 The officers are 
as follows: President, Gustave Lemle; 
vice-president, Louis P. Rice; secretary, 
Hunter Leake; treasurer, Albert 
Baldwin, Jr. A. S. Smith will be su- 
perintendent of agencies, and S. Her- 
bert Wolfe of New York will be con- 
sulting actuary. The company starts 
with $350,000 of business pledged. 





Davis Succeeds to the Firm 


C. B. McGrew of Davis & McGrew, 
managers of the Washington Life for 
Illinois, Wisconsin and Michigan, has 
retired from the firm, E. A. Davis pur- 
chasing his interest. Mr. McGrew will 
enter the real estate business, making 
a specialty of Canadian lands. Mr. Da- 
vis has done excellent work for the 
Washington and starts the new year 
with fine prospects. 





Columbian National’s Meeting 


The annual convention of the Colum- 
bian National Life will be held in Bos- 
ton Jan. 19-20. All agents who have 
qualified will be guests of the company. 
The industrial agents will banquet on 
the evening of the 19th, and the ordi- 
nary on the following evening. 





Cummins Makes Recommendations 


Governor Cummins of Iowa in his mes- 
sage to the legislature recommends the 
extension of the Iowa deposit law to all 
companies doing business in the state. 
He thinks that it would be to the ad- 
vantage of the policyholders if an amount 
of the reserve was deposited with the 
state. He advocated the adoption of a 
standard policy, annual dividends, and 
confining investments more largely to 
municipal bonds. 





Prudential Makes Promotions 


F. F. Dryden, third vice-president of 
the Prudential, has been elected second 
vice-president to succeed E. B. Ward, re- 
signed. Mr. Dryden’s salary is $30,000. 
Jacob B. Ward, counsel, has been elected 
third vice-president at a salary of $20.- 
ooo. R. V. Lindabury has been chosen 
director and been appointed counsel. 





No Legal Rights to Surplus 


The United States Circuit Court in 
New York City in the suit brought by 
J. W. Brown of Maryland, to secure a 
Teceiver and a division of the surplus of 
the Equitable Life, decided that the poli- 
cyholders of the company had no legal 
rights to the surplus. 


Judge Hazel reaches the conclusion that 


teok 





the language of the charter granted to 
the society, that “each policyholder shall 
be credited with an equitable share of 
the said surplus,’ depends upon the 
sagaciousness and discretion of the di- 
rectors. Judge Hazel also finds that the 
objection that there is no trust or fidu- 
ciary relationship, such as alone entitles 
this complaint to maintain the suit, is 
sound. 





Tom Kelly Promoted 


Tom D. Kelly of Moberly, Mo., who has 
been superintendent of agents for Mis- 
souri under Manager McBurney of the 
Travelers, will be put in charge of the 
new state agency for the life and accident 
department of the company for Nebraska. 
The headquarters will be at Omaha, and 
the appointment of Mr. Kelly will be 
effective Jan. 15. 





GOOD YEAR FOR ST. LOUIS MEN 





Most Agencies Show a Good Increase in 
Business Over the Amount 
Done in 1904 





The following tabulation contains esti- 
mates of the amounts of insurance writ- 
ten by the St. Louis offices of the various 
life companies during the year 1905, with 
the 1904 figures for comparison. Taken 
altogether, the year has been a successful 
one for the St. Louis agents. 

1904 











1905. 

Mutual Benefit....... $1,100.00 $ 900.000 
Travelers ............. 1,000,000 Considerable gain 
Fidelity Mutual....... 759.000 750,000 
National. U.S. A...... 1,000,000 About same 
American Central..... 1,400,000 Large increase 
Union Central......... 700,000 500 000 
Provident L. & T...... 00,000 Small gain 
John Hancock......... 3,200,000 300,000 
Prudential ‘ord.)..... 2,250,000 About same 
Provident Savings.... 1,000.000 500.°00 
Bankers Reserve...... 1,000,000 First year 
Mutnal Life........... 4,000,000 Small decrease 
State Mutual.. -- 600000 nn 

National, Vt... «+ 1,543,090 1,445,000 
Pacific Mutual. +» 1,000,000 Same 
Security Mutual ..... 200.000 First year 
Missouri State......... 3,000.C00 Large increase 
Penn Mutual.......... 1,000.000 000 
Security T. & L....... 1,400,000 700 000 
Mass. Mutual... +. 1,100,000 1,000,000 
MI on 2 200s 4050 000000 2.000.000 Large increa-e 
Franklin..........++++ 445.000 . 

Northwestern Mutual. 1,100.000 First ore 
Pheenix Mutual ...... 500,000 ,000 
Minnesota Mutual.... 1,300.000 1,100.000 
New York Life........ 7,500,000 Decrease 


Figures for the Connecticut Mutual are 
not given, but they will show an increase 
over 1904. The figures for the Equitable 
are not given, but it is said they show a 
decrease for the year. 





Bales Becomes Secretary 


Burton B. Bales, superintendent of 
agents of the Western Life Indemnity 
of Chicago, becomes secretary of the 
Security Life & Annuity of Philadel- 


phia. He was formerly with the State 
Life. Mr. Bales is one of the keenest 
and best informed men in the busi- 
ness. 


John Worthington of the Chicago 
Savings Bank purchased the stock of 
the Security Life & Annuity held by 
the Western Life Indemnity. He be- 
comes vice-president of the Security. 

M. Reynolds, a Chicago newspaper 
man of high standing, becomes a di- 
rector of the Security. The company 
has gotten about it some strong men. 





Brandon Leaves the Reliance 


C. W. Brandon, who has been manager 
of the Reliance Life at Columbus, Ohio, 
for the past year, has left that company, 
and while as yet he has made no con- 
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nection with another company, it is ex- 
pected that he will soon re-enter the 
business. O. W. Farrar, from the home 
office of the company, is temporarily in 
charge at Columbus. 





WOODRUFF BECOMES PRESIDENT 





Owner of Controlling Interest of Provident 
Savings Life Succeeds E. W. 
Scott as Its Head 





President E. W. Scott of the Provi- 
dent Savings has retired from his posi- 
tion and is succeeded by Timothy L. 
Woodruff, ex-lieutenant governor of 
New York, one of the big Brooklyn pol- 
iticians, capitalist and fancy dresser. 
Mr. Scott becomes chairman of the 
board of directors. Mr. Woodruff gained 
control of the stock of the company a 
few years ago. In assuming office Mr. 
Woodruff said 

“Edward W. Scott, who has for nine 
years, as you all know, vigorously per- 
formed the duties of president of this 
company, has today resigned the office 
of president and been chosen’ chairman 
of the board of directors. I have been 
elected to succeed him as president. Mr. 
Scott has been actuated by his recogni- 
tion of the criticism aimed at concen- 
trated personal control of life insurance 
companies, and I, holding 1,125 of the 
1,250 shares of the capital stock, moved 
by the same spirit, have made a declara- 
tion of trust whereby the Provident 
Savings Life Assurance Society is to re- 
ceive all the benefits that may accrue or 
can be derived from the operation of 
this trust. In the position of chairman 
of the board of directors Mr. Scott’s 
lifelong experience and knowledge of life 
insurance cannot fail to be of benefit to 
the company. 

“Happily this organization has seen fit 
to reorganize itself within itself, and 
while my experience in the life insur- 
ance business has been limited to a 
directorship of four years’ duration in 
this company, I thoroughly recognize 
the aroused public sentiment regarding 
this vital question, and deeply feeling 
the duty imposed upon me I am deter- 
mined to do all in my power, in co- 
operation with the other officers, to 
strengthen and upbuild this great or- 
ganization.” 

Mr. Scott’s testimony before the in- 
vestigating committee showed a condi- 
tion of affairs that was open to criti- 
cism. Mr. Woodruff, no doubt, felt it 
ey to assume active control him- 
self. 

E. W. Scott, Jr, son of the former 
president, who has been the superin- 
tendent of agents of the Provident Sav- 
ings, has tendered his resignation. 





Investigate Old-Age Pensions 


In accordance with a joint resolution 
adopted by the legislature of Illinois, Go- 
vernor Deneen will appoint .a commission 
to make an investigation of industrial in- 
surance and old-age pensions and report 
its findings to the next legislature. The 
chairman of this committee will be Pro- 
fessor Charles R. Henderson of the Uni- 
versity of Chicago, who has made a very 
careful study of old-age insurance in Ger- 
many. Other members will consist of a 
representative of the Brotherhood of Rail- 
road Trainmen, one insurance man, one 
large employer of labor, and one person 
whose occupation has not yet been an- 
nounced. 





Citizens Life to Expand 


The Citizens Life of Louisville closed 
its first thirteen months’ business with 
$11,000,000 of insurance in force. Early 
this year it will enter eight new states, the 
territory having been arranged for as 
follows: West Virginia—J. J. Hardin. 
manager, with headquarters at Parkers- 
burg; Missouri—Minor Morton, manager, 
St. Louis; Oklahoma—W. Mason, 
manager, Oklahoma City; Louisiana— 
McEnery & Parks, managers, New Or- 
leans; Mississippi~—E. H. Porter, man- 
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ager, Jackson; Alabama—E. P. Beam, 
manager, Montgomery; Florida—William 
H. Gregory, manager, Jacksonville; South 
Carolina—Arrangements not completed. 

W. E. Parrish, who has been supervisor 
at Owensboro, Ky., has been appointed 
superintendent of agents and will make 
his headquarters in Louisville. Ed. L. 
Williams, who has had charge of North 
Texas, will move headquarters to Louis- 
ville and become field superintendent. 
He is succeeded in Texas by L. A. Boli, 
Jr., now supervisor at Henderson, Ky., 
who will make his headquarters in Dallas. 
George T. Henning of Tennessee becomes 
manager for Arkansas, with headquar- 
ters at Little Rock. Indian Territory will 
be added to Oklahoma under the man- 
agement of W. S. Mason. 





KENDALLS MAKE SOME CHANGES 





General Agents of Penn Mutual at Cleve- 
land to Employ Superintend- 
ents of Agents 





F. A. Kendall & Son, general agents 
of the Penn Mutual at Cleveland, have 
adopted a new policy in regard to their 
territory outside of the city. Instead 
of handling it from Cleveland, they have 
divided it into small districts, each to 
be in charge of a resident superintendent 
of agencies on salary. W. D. Lama, 
formerly with the Mutual Benefit, has 
been placed in charge of Canton and 
Stark county. His time will be spent 
largely in traveling over the county, 
appointing agents, instructing them and 
aiding them to close business when 
necessary. Other men will be appointed 
and stationed at various points as soon 
as possible. It is believed that the ter- 
ritory can thus be made to produce a 
much larger amount of business handling 
it in that way. 

Last year the agency produced $1,- 
300,000 of paid business, which is an 
increase of $500,000 over 1904. A large 
part of this was written in Cleveland. 
The idea now is to make the outside 
territory produce in the same proportion, 
if possible. 

essrs. Kendall & Son have moved 
from the third to the eleventh floor of 
the New England building at Cleveland, 
where they have secured a suite of 
offices extending across the west end 
of the building, where each agent who 
writes a sufficient amount of business 
to deserve it will be provided with a 
private office. 





Washington Narrows Its Field 


The Washington Life is withdrawing 
from unsatisfactory fields. It has already 
quit Michigan, Wisconsin, Missouri and 
probably some other states, in certain 
ones of which it has been operating for 
nearly forty years. It is the policy of 
the new administration to concentrate its 
efforts on a smaller territory and work 
it more thorourhly, and naturally those 
states where it has the best hold will 
be the ones retained. 





Underwood Made Manager 


H. D. Underwood has been appointed 
manager of the central department of 
the Security Life & Annuity, with head- 
quarters in Chicago. He will have super- 
vision over Illinois, Wisconsin and Michi- 
gan. Other states in the west will later 
be entered. Mr. Underwood was for- 
merly with the Equitable at Harrisburg 
as manager for central Pennsylvania. He 
is an all-round life man. The superin- 
tendent of agents for the central office 
is W. B. Musselman, who was with Mr. 
Underwood in the east. A corps of 
oem has already begun working in this 

e 





Progress of the Midland Mutual 


The recently organized Midland Mu- 
tual Life of Columbus, Ohio, has secured 
temporary offices in the Spahr building, 
and the work of getting the company 
into shape to begin its operations is going 
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along nicely. As yet none of the policy 
forms have been prepared, this work be- 
ing left until the arrival ot Actuary S. H. 
Wolfe from New York. It hopes to be- 
gin writing by March 1. The Midland 
Mutual expects to limit its operation 
solely to Ohio for a few years at least, 
taking the view that it will be better to 
organize this state fully before it attempts 
to take on a large field. 





S. R. SHIPLEY OPENED HIS HEART 





Tells the People What the Provident Life 
& Trust Has Done Along Dif- 
ferent Lines 





Life insurance men are considerably in- 
terested in the interview given out by 
the retiring president of the Provident 
Life & Trust, S. R. Shipley. He gives 
some inside views as to legislation. He 
said that the Pennsylvania legislature was 
in the habit of having bills introduced 
detrimental to the life insurance com- 
panies and it was necessary to watch 
them. Mr. Shipley took this matter in 
hand himself but afterwards delegated 
W. M. Scott, manager of the company at 
Philadelphia, to do the work, giving him 
$2,000 a year and pledging him not to pay 
anything to influence legislation. Mr. 
Shipley stated that the company had paid 
$7,500 to Congressman Olmstead as coun- 
sel to defeat bills at Harrisburg. He 
said that this was the only large sum 
that had been paid in this connection. 

Mr. Shipley also declared that the 
Provident Life & Trust would have been 
subjected to numerous examinations by 
the New York department unless it had 
promptly complied with the commis- 
sioner’s request for different kinds of in- 
formation. He thinks, however, that the 
escape was made by very narrow margin. 

During the last ten years’ Mr. Shipley 
stated that the expense ratio of his com- 
pany had been 13.7 percent. The mor- 
tality was 52.72 percent. He discussed 
the trust and banking department of the 
company. He said that policyholders 
were relieved of maintaining this depart- 
ment. He said that if the two depart- 
ments were divorced, the policyholders’ 
profits would not be greater while at the 
same time their interests would be less 
safely guarded. 

Mr. Shipley stated that the company 
decided to spend $10,000 for the publica- 
tion of sound money literature during the 
McKinley campaign and $3,000 was given 
to the gold democrats for the same pur- 
pose and $800 was paid for postage. He 
said the company demanded a pledge that 
its money would only be used for the 
purpose of publishing and sending out 
sound money literature. He said that 
after the election of McKinley the ap- 
preciation in securities amounted to $600,- 
000. This is the only time that the com- 
pany contributed to anything of the kind 
and he emphatically declared that the 
Provident Life & Trust had never spent a 
dollar in any way to promote or produce 
legislation. 





Chicago Association’s Meeting 


The Chicago Life Underwriters Asso- 
ciation will hold its January meeting on 
the 30th. President C. W. Scovel of the 
National Life Underwriters Association 
and Vice-Presidents George Benham of 
St. Louis, and F. E. McMullen, Rochester, 
N. Y., of the national association, will 
also talk. Paul Kersch of the Mutual 
Life at Rock Island, IIL, will read his fa- 
mous paper “What Ails Us?” “What Ails 
Life Insurance?” 





Wisconsin Investigation 


The Wisconsin legislative committee, 
which is to investigate the Northwestern 
Mutual Life, will begin its sessions at the 
capitol in Madison next Monday after- 
noon. Senator James A. Frear is chair- 
man of the joint committee. It has been 


* intimated in some of the Wisconsin news- 


papers that the LaFollette people believed 
that the Northwestern Mutual several 


Years ago had contributed to the funds |. 





of the “stalwart” Republicans in that 
state. Officials of the company deny that 
it had contributed to any political cam- 
paign funds whatsoever. 





May Wipe Out 1905 Record 


The New York Life has decided that 
agents who had a credit in Nylic prior 
to 1905, but who failed to qualify during 
1905, will be allowed to begin 1906 with 
the same credit which they had at the be- 
ginning of 1905. 

If any agent qualified during 1905 but 
believes that his 1905 record will work 
to his disadvantage, he can enter 1906 
with the same credit as Jan. I, 1905. 





May Change to Old Line 


At the meeting of the policyholders of 
the Western Life Indemnity of Chicago 
this week the three directars, whose term 
expired and who are in sympathy with 
the present management, were re-elected. 
Manager Rosenfeld made a_ statement 
recommending that the company go on 
an old-line basis. This seemed to be 
favorably received and a definite propo- 
sition will be made at a meeting to be 
held next week. 





Prewitt Visits Milwaukee 


Insurance Commissioner Prewitt of 
Kentucky spent the early part of the 
week in Milwaukee, endeavoring to arrive 
at an understanding with the officials of 
the Northwestern Mutual Life in regard 
to the correct construction of a Kentucky 
statute relating to the taxation of life 
insurance companies. 

It seems the Northwestern Mutual has 
deducted dividends from the amount of 
premiums in reporting business for taxa- 
tion, while the Kentucky officials claim 
that the entire premium is liable to taxa- 
tion. The amount of back taxes claimed 
to be due is in the neighborhood of 
$9,000. 





Want Investigation Made 


The Nebraska Life Underwriters Asso- 
ciation held its annual meeting in Omaha 
last week. It was decided to appoint a 
committee of five to collect and furnish 
the state insurance commissioner in- 
formation regarding home companies of 
Nebraska to whose methods the mem- 
bers of the association object. The state 
auditor and his deputy were present at 
the meeting. John Steel of the North- 
western Mutual urged an investication of 
Nebraska life companies. The insurance 
commissioner said that there was no 
statute governing the case, but he would 
make inquiry if charges were preferred. 

The officers elected were: President, 
H. R. Gould, Prudential; vice-president, 
Edward Swobie, New York Life; second 
vice-president, A. R. Edminston, Union 
Central; treasurer, John Steel, North- 
western Mutual; secretary, F. B. Burch- 
more, Connecticut Mutual. The next 
meeting will be held in Lincoln Feb. 3. 





Contest Over Kansas Deposit 


Although it has been given out that a 
suit of the Illinois Life against the Kan- 
sas Insurance Department, it regarding 
$600,000 which the company has on de- 
posit in that city, is a friendly one, news- 
paper reports from the west indicate that 
Kansas officials are endeavoring to balk 
the attempt of the Illinois Life to take 
down the deposit. Courts have held that 
this deposit is subject to taxation, and 
Kansas does not want it to get away. 

It is claimed that there are some of the 
old policyholders of the Kansas Mutual 
who still retain their original policies con- 
taining a clause that reserve is guaranteed 
by a deposit with the state. It is said to 
be doubtful whether the company can 
withdraw the deposits, so long as these 
policies remain in force. On this account 
the company is said to be at work induc- 
ing these policyholders to exchange their 
policies for those of the Illinois Life. 

The superintendent of insurance is -re- 





ported to have sent an agent to Chicago 
to secure the names of all those who have 
not made the exchange, and it is said he 
has notified the company that if the se- 
curities are withdrawn, its license to do 
business in Kansas will be revoked. 





Make Some RecOmmendations 


Commissioner Prewitt has prepared 
two bills governing life insurance, one 
requiring companies doing business in 
Kenutcky to invest 80 percent of their 
reserve funds on policies in force in that 
state in Kenutcky securities. The other 
bill requires companies to make an annual 
accounting. By the third anniversary 
the company must submit to each policy- 
holder an opportunity to give his choice 
as to the disposition of his surplus. 





LIFE NOTES 


Bert Hess has gone with the Bankers 
Life of Des Moines, at Clarinda, Ia. 


The Commonwealth Life of Louisville, 
Ky., intends to enter Missouri as soon as 
possible. 

A. P. Wilson of Boise has resigned 
as state manager of the New York 
Life for Idaho. 


The Guaranty Mutual Life of Daven- 
port, Ia., will entertain its agents at a 
banquet on Jan. 15. 


The New England Mutual Life has 
opened an office at Aurora, IIl., in charge 
of Charles Wheeler of Chicago. 

Probate Judge Hadden will address 
the next meeting of the Cleveland As- 
sociation of Life Underwriters. 


. M. Devine has become general 
manager of the Security Mutual for 
North Dakota, with headquarters at 
Minot. 


Charles Hickox, one of the general 
agents of the Massachusetts Mutual Life, 
at Cleveland, died in that city on Mon- 
day, of heart failure. 


A call has been issued for a meeting 
of South Carolina policyholders of the 
New York Life and Mutual Life, to be 
held in Columbia, on Jan. 18. 

Charles C. Hendrickson, for many 
years in the life insurance business at 
Peoria, and later at Normal, Ill, died 
a few days ago from paralysis. 


Philip W. Terry and Samuel W. Porter 
become general agents of the Northwest- 
ern Mutual Life at Springfield, Mo., un- 
der Manager W. J. Fischer of St. Louis. 

H. D. Chapman, who for some time has 
been manager of the Travelers at Kansas 
City, has resigned and been appointed 
agency director for the New York Life at 
Syracuse, N. Y. 

The Merchants. Life of Burlington, 
Iowa, did business in Missouri last year 
as follows: Written $432,000, _ ceased 
$108,000, premiums received $5,765, losses 
incurred $4,000. 

Charles W. Jenne, who has been con- 
nected with the Bankers Life of Des 
Moines, has left that company to be- 
come second vice-president of the Safety 
Fund Life of Minneapolis. 

John W. Diefendorf, who a number 
of years ago was a prominent life in- 
surance agent at Peoria, and was later 
Chicago general agent of the Iowa Life, 
died at Los Angeles, Cal., recently. 

R. M. Baker of Springfield, O., be- 
comes general agent of the Provident 
Savings for northwestern Ohio, with 
headquarters in 551 Spitzer building, 
Toledo. 


The general agents’ association of the 
Massachusetts Mutual will hold its meet- 
ing at.the home office, Jan. 16-17. John 
F. Habbe, manager at Indianapolis, is 
president. 


M. D. Fenno, who has been in Milwau- 
kee for the Columbian National Life, has 
been appointed general field superintend- 
ent for the central department, with head- 
quarters at Chicago. 

The appellate court at Indianapolis has 
held that where a man became insane 
after applying for a life insurance policy 
and before it was delivered and his wife 
notified the agent. of-the company of the 





‘by mail. 


circumstances but the agent accepted the 
premiums, the company must pay the 
claim. 


The Eureka Life Insurance Company 
of Richmond, Va., has been incorporated 
with an authorized capital of $300,000. 


The life and accident managers of the 
Travelers have been called to the home 
office to attend a meeting on Jan. 16-16. 


The Continental Life of Salt Lake City 
has opened a head office department in 
San Francisco, which will issue policies 
direct and facilitate the business of the 
company on the coast. 


E. H. Carmack, general agent of the 
State Mutual in Chicago, produced more 
new paid for business in his office in 
1905 than any other general agent of 
the company in the country. 


The Equitable Life has sold to the 
Mercantile Trust Company of St. Louis 
the Missouri Safe Deposit Company, 
one of the Equitable’s subsidiary cor- 
porations. The price was $125,000. 


Capt. M. Lewis Shade, who has been 
with the New England Mutual Life 
at Rockford, Ill., becomes general agent, 
at that point, of the United States Life 
Endowment Company of Chicago. 

Insurance Commissioner ‘ Nichols of 
the state of Washington says that he 
will probably employ actuaries to make 
an examination of large eastern life 
companies doing business in that state. 

J. D. Lawrence, formerly instructor of 
agents of the New York Life at Philadel- 
phia, will take charge of western South 
Carolina for the Penn Mutual Life under 
General Agents Bagley & Willett of At- 
lanta, Ga. 

There is a movement on foot in War- 
ensburg, Mo., to start a life insurance 
company upon the stipulated premium 
plan, with the intention of reorganizing 
as soon as possible under the old-line law 
of Missouri. 


Agents of the southwestern department 
of the Illinois Life held their fourth an- 
nual meeting in Kansas City last week. 
Vice-President R. W. Stevens and As- 
sistant Manager of Agencies K. B. Kor- 
rady from the home office were present. 

The Columbian National Life has 
published a warning to the public against 
transacting business with Fred 
Bailey, formerly at Ottawa, Ill, who is 
said to have been representing himself 
as an agent of that company in Iowa. 


The annual banquet of the stockholders, 
officials and agents of the Pittsburg Life 
& Trust was held at Pittsburg last week. 
General Manager W. C. Baldwin presided 
and delivered the principal address. 
Prizes were awarded to a number of the 
agents. 

The Cosmopolitan Life Insurance Asso- 
ciation of Freeport, Ill., which some years 
ago reinsured the business of the Royal 
Tribe of Joseph, a fraternal with head- 
quarters at Sedalia, Mo., has withdrawn 
from Missouri, where it did a stipulated 
premium business. 


It is understood that the Des Moines 
Life is considering entering Ohio shortly. 
It will be remembered that this com- 
pany made application for admittance 
last year, but at that time some slight 
technicality in the plan under which it 
was working arose and it decided to post- 
pone entering the state. 

Judge Richard of the district court 
at Webster City, Ta., has decided that 
where a man had a life insurance pol- 
icy in which his children were named 
as beneficiaries, but by will named his 
wife as beneficiary, the proceeds of the 
policy must go to the children, accord- 
ing to the terms of the policy itself. 

Ray Linnaberry, who has been book- 
keeper at the office of the Mutual Life of 
New York in Des Moines, has been pro- 
moted to the position of cashier. Fred 
Stuart, also bookkeeper in that office, has 
been transferred to the Davenport office, 
which Fleming Bros., the general agents, 
are opening, to be in charge of John 
Fleming of the firm. 
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NCITIZENS’ TRUST CO., Gen’! Agts., 
Eastern Wisconsin, Milwaukee. 


| FRED. S. JAMES & CO., State Agts., 
171 La Salle St., Chicago, Ill. 


IH. H. LOVELL. Gen’! Agt., Indiana, 
. Room A, Law Bldg., Indianapolis 


THE LESLIE H. WEBB CO., Gen’! 
Agts., Northern Ohio, Chamber 
Commerce Blidg., Cleveland. 
|THE GENERAL UNDERWRITING 
: CO., General Agts., Southern 
Ohio, First National Bank Bidg., 
Cincinnati. 


DETROIT INSURANCE AGENCY, LTD., Gen’! Agts., Michigan, Hammond Bidg., Detroit, Mich. 





The Metropolitan Plate Glass and 
Casualty Insurance Co, °F NEW YorK 
Home Office, 47 Cedar Street 


Chartered 1874 The Oldest New York Company in its line 


Assets, January Ist, 1905, $652,231.59 
Surplus to Policyholders, - 402,810.43 


Policies: 
Plate Glass Personal Accident 
Of the most approved forms 


EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-President 
S. WM. BURTON, Secretary 
ALONZO G. BROOKS, Assistant Secretary 


Health 





Reliable and Energetic Agents Wanted 


Established 1856 


The Frankfort Marine 
Accident and Plate Glass 


Insurance Co. 


Of Frankfort-On-the-Main, Germany 


Employers and Public Liabilities, Eleva- 
tor Insurance, Workmen’s Collective 
and Individual Accident. 


United States Department : 


400 WILLIAM ST., NEW YORK, N. Y. 


C. H. FRANKLIN, U. S. Mgr. and Attorney 








The Minnesota 


Mutual Life Insurance Company 


ST. PAUL, MINN. 


If you are honest, and employ successful business methods in 
writing life insurance, investigate The Minnesota Mutual. 
Any of the Agency Managers will tell you what the Company 


is doing and how it treats its field forces. 


If your antecedents 


will not bear investigation, do not waste time or postage. 


T. R, PALMER, President 

DOUGLAS PUTNAM, Secretary 

H. W. COCHNOWER, Actuary and 
Assistant Secretary 


A. O'SHAUGHNESSY, V. Pres. and Field Manager 
WM. D. MITCOELL, 2nd V. Pres. aud General Counsel 
DR. CHARLES B. PIPER, Med. Director 





The 
Columbian National 


Life Insurance 
OSTON 


Company MASS. 








Incorporated under the laws 
of Massachusetts 


PERCY PARKER, 
FRANKLIN W. GANSE, 


FRANCIS P. SEARS, 


President 
Vice-Pres. and Di- 
rector of Agencies 
. Treasurerand Vice-Pres. 


London Guarantee 


and A ccident Co., Ltd. 


OF LONDON, ENGLAND 


Head Office 


Chicago 





Liability, yee and Credit 











Sy ieee adel Boe . Secretary 
L We , New Yor 
GEO. H. HOLT, Chicago . Vice- CONKLING, PRICE & WEBB —- L. RAYMOND 
JOHN D. DAVIS, St. Lou's Presidents | Genl. Agts., Il!., Mo. & Ind. ae om a ~" 
R. M. HOTALING, San Francisco 171 La Salle Street, Chicago 

PRED S. GRAY, Presideat CHESTER N. PHILLIPS, Secretary 


WABAS 





Home Office: HAMMOND, IND 
Doing an ney business in home state and writing surplus ~~ other states. On account of 
euteseave Eaaeeaenae facilities, we are able to write large lines on all classes of acceptable 
risks. Liberal commission arrangements to desirable agents. 


Commenced Business June 1, 1905. STATEMENT. September 1, 1905. 
ASSETS LIABILITIES 

Stocks and Bonds............-- eee $35,360. P+ 4 Capital Stock...............- daveed $200,000.00 

First Mo e Loans... 41, "510. a nomen eb ecceccee ses 8,350.00 

Real Estate Owned.............++0- 89, 125.00 Surplus.. eas bostonosnacnccss Sa 

Real Estate Equit = 1,300.00 $226,860.00 
Cash on Hand and in Banks. ..... $2°708.00 
Premiums in Course of Collection. 8,350.00 
Furniture and Fixtures............. ,000.00 
ills and Accounts Receivable...... 16,000.00 
$226,350.00 


Report Filed with Insurance Department of Indiana, August 7th, 1905. 
FRED. S, GRAY, SON & CO., General sou for Illincis, 159 La Salle St., CHICAGO _ 


INSURANCE COMPANY 
OF INDIANA 
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Insurance Commissioners Reminded of Ac- 
tion Taken at Bretton Woods 
on This Question 





Major J. J. Brinkerhoff of the Illinois 
department, secretary of the National 
Convention of Insurance Commissioners, 


is sending the following circular to the 
various commissioners : : 

“At the last session of the National 
Convention of Insurance Commissioners 
at Bretton Woods, H., September, 
1905, the committee on reserves other 
than life submitted the following report 
relative to the proper reserve to be 
charged in liabilities on account of 
credit indemnity business, in the annual 
statements of companies transacting 
such business, which was unanimously 
adopted 

+ . . 

“The committee on reserves other than 
life has considered the question of the 
proper reserve to be charged in liabilities 
on account of credit indemnity business in 
the annual statements of companies 
transacting such business. From statistics 
obtained from several companies transact- 
ing this character of business, covering a 
period of over ten years, it was found 
that the aggregate amount of losses paid 
during this period was less than 60 per 
cent of the premium received thereon. The 
ratios of losses paid to premiums received, 
computed by years separately, necessarily 
showed considerable variance, comparing 
one year with another, and variance as be- 
tween individual companies, the aggregate 
experience, however, showing a loss ratio 
of less than 50 percent of premiums, 
whether salvages were considered or not. 
The conclusion is therefore deemed war- 
ranted that an unearned premium reserve 
of 50 percent of the annual premium on 
this business is sufficient. 


“However, as, under the terms of the 
indemnity bonds employed in this class of 
insurance, losses are not payable until the 
bonds have expired, and an adjustment 
has been made, the premiums do not be- 
come earned at the expiration of the pol- 
icies. A period of not exceeding. three 
months after Dec. 31 elapses before the 
losses on the business expiring in the 
months of October, November and Decem- 
ber are adjusted and settled. It is there- 
fore recommended that companies doing a 
credit indemnity business be required to 
enter a liability for undetermined and un- 
paid losses in their annual statements un- 
der liabilities in the column entitled ‘In 
Process of Adjustment,’ opposite ‘Credit’ 
(in addition to its liability for losses and 
claims in suit), of 50 percent of the pre- 
miums on business expiring in the months 
of October, November and December of 
the year, for which statement is made, 
less the amount paid up to Dec. 31 for 
losses on business expiring in said months, 
and that the committee on blanks for the 
coming year be instructed to so amend 
the annual statement blank for next year 
and thereafter as to specifically call for 
the insertion of this item of liability. 

“It is further recommended that the 
question of a proper reserve for unpaid 
losses upon fidelity and surety business 
be referred to the committee on reserves 
other than life for the coming year, and 
that such committee investigate the ques- 
tion of a proper reserve for such unpaid 
losses and report to the next convention.” 

7 . . 


“In preparing the annual statement 
blanks for casualty or miscellaneous stock 
companies, in accordance with the changes 
made at this session, the committee on 
blanks omitted such changes or instruc- 
tions as would call for conformity to the 
requirements of this resolution, in the 
preparation of the annual statements of 
companies for the departments. 

“Your attention is respectfully called to 
the requirements therein. Notice of this 
requirement of the convention has been 
given the following named companies: 
American Credit Indemnity Company, 
Casualty Company of America, Empire 
State Surety Company, Fidelity & 
Casualty Company, London Guarantee 
& Accident Company, Ocean Accident 
& Guarantee Company, Philadelphia 
Casualty Company.” 





Fink’s Large Surety Bonds 


Charles F. Fink of Omaha is said to 
have more fidelity bonds guaranteeing 
his honesty than any other man in the 
country, with possibly a few exceptions, 
the total of his bonds being $840,000. 
As county treasurer of Douglas county 
he has a bond of $300,000 recently writ- 
ten by the Metropolitan Surety, all ex- 








cept $50,000 of which it reinsured in 
the United States Fidelity & Guaranty, 
7Etna Indemnity, Federal Union Surety 
and Fidelity & Deposit. Under the law 
he is also city treasurer of Omaha and 
custodian of the city and county school 
funds. In the former capacity he is 
bonded for $200,000 by the Illinois 
Surety and Bankers Surety, these bonds 
having been executed about a month 
ago. As custodian of school funds he 
is bonded by the National Surety for 
$340,000, of which a large amount is 
understood to be reinsured. 





CARROLL HOLDS UP LICENSES 





lowa Auditor Is Retaliating on Account 
of Action of the New York 
Department 





The casualty companies are very much 
on the anxious seat as to the attitude 
Auditor Carroll of Iowa will assume 
toward relicensing companies that do 
more than one class of business. The 
New York department required the Du- 
buque Fire & Marine to put up an extra 
$100,000 capital to get in the state, be- 
cause its charter permitted it to do a 
marine business. Auditor Carroll is in- 
sisting, therefore, in retaliation, that New 
York companies that do more than one 
class of business shall have additional 
capital. He is holding up the license 
of the Metropolitan Surety, and it is 
understood that when the time arrives 
for issuing new licenses he will refuse 
them to companies that do not comply 
with this demand. 





Maryland Casualty Figures 


The Maryland Casualty shows assets 
as of Jan. 1, $3,381,005, gain $124,667; 
premium reserve $949,398, gain $28,250; 
claim reserve $763,300, gain $78,448; sur- 
plus $919,287, gain $19,930. 

The Maryland is one of the best agency 
companies in the field. It is well man- 
aged and deserves success. 

Its premiums last year were: 


Liability (including elevator 

and physicians’ defense) . . .$1,1709,448.44 
Accident and Health........ 502,583.25 
PE EP 176,225,07 
PT. si beupoumasaser ted ies 144,860.11 
SF ee ee ee 160,971.24 
Sprinkler and water leakage. 76,271.02 








co re ae $2,240,359.13 
Its disbursements for claims were: 


Liability (including elevator 
and physicians’ defense) ...$ 707,614.24 
Accident and health....... 220,777.41 
SEE ccdds'e'vcuatevucher bie 5,964.76 
ok ee perro « 60,959.27 
Sprinkler and water leakage. 32,500.74 
DEN sca cendbacdbanuesse 44, 683. o4 
BOE se cctckadateesect $1,081, 568. 6 





Important Minnesota Ruling 


R. A. Stone, assistant attorney-general 
of Minnesota, has just rendered an opin- 
ion to Insurance Commissioner O’Brien 
in which he holds that foreign insurance 
companies with the minimum capital re- 
quired to entitle a stock company to do 
business in the state, cannot insure per- 
sons against sickness and also bodily in- 
jury and death by accident. The com- 
panv must have $300,000 aggregate capi- 
tal and surplus in order to do this. 





Extends Accumulation Feature 


The General Accident has extended the 
accumulation feature applying to death 
benefits to weekly benefits under its 
“Utopian” policy. The 10 percent addi- 
tion applies to both sickness and acci- 
dent weekly benefits. At the end of five 
years this makes the total weekly in- 
demnity. $37.50. 





Entering Several New States 


The North American Accident of Chi- 
cago is entering Maine, Massachusetts, 
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It has already been 
admitted to do business in Rhode Island 
and Washington. Its increase in capital 
will enable it to write health insurance m 
New Jersey and Iowa. 





RULING FROM AUDITOR CARROLL 





Obligor and Obligee Under Fidelity Bonds 
Must Have Privilege of Cancel- 
lation at Short Rates 

State Auditor Carroll of Iowa has de- 
cided that fidelity bonds issued in that 
state must provide for their cancella- 
tion at short rates on the joint request 
of the obligor and obligee. He required 
compliance with this ruling from the 
Illinois Surety before he admitted it to 
the state a short time ago and will re- 
quire a similar compliance from other 
companies when their licenses are re- 
newed at March 1. The rider which 
Mr. Carroll dictated to accomplish the 
desired end reads as follows: 

This bond may be canceled at any time 
upon the joint request of the obligor and 
obligee upon the basis of the short rate 
table, a copy of which is attached hereto. 

It has been the practice of some, if 
not all, companies to grant this re- 
newal privilege, although they did not 
guarantee it. The chief practical effect 
of this ruling will be that companies 
will be obliged to accept as earned pre- 
mium the amount stipulated in the short 
rate table, whereas they have been ac- 
customed to retain at least their mini- 
mum premium, even though the real 
earned premium might be less than this 
amount. 





Illinois Surety’s Statement 


The Illinois Surety has made up its 
first annual statement. It commenced 
business about nine months ago with 
$250,000 capital and $50,000 surplus. Its 
assets are now $301,413, reinsurance re- 
serve $18.550, and net surplus $31,627. 
As the expenses of organization were 
about $18,000, this makes an excellent 


showing, as the company has played 
even while getting its agency plant 
established. The company now has 


$6,676.857 insurance in force and $37,100 
premiums in force, showing an average 
rate of about 55 cents per $100 of liabil- 
ity assumed. 





Metropolitan Captures the Bond 


The Metropolitan Surety has gotten the 
bond of City Treasurer Hulbert of Min- 
neapolis. There was considerable inter- 
est taken in this bond owing to the ar- 
rangement for reinsurance. The bond 
was for $200,000 and the following bids 
were made: A®tna Indemnity $1,350, 
United States Fidelity & Guaranty $1,450, 
Empire State Surety $1,175, Illinois 
Surety $1,250, American Bonding $1,400, 
Metropolitan Surety $750. 





Company Will Branch Out 


The Indiana & Ohio Live Stock Insur- 
ance Company of Crawfordsville, Ind., 
has paid up its capital of $100,000 which 
has been deposited with the Indiana in- 
surance department for the benefit of 
policvholders. Heretofore it has been 
doing business in the states of Indiana 
and Ohio, but this year expects to branch 
out and enter Kentuckv. Missouri and 
possibly other states. With its deposit 
of $100,000 with the state authorities the 
company, which has alwavs borne a fine 
reputation. will be more than welcome bv 
agents who feel the necessity for having 
a hich-grade live stock company in their 
offices. 





In the recent contest of the New Ams- 
terdam Casualtv for its Ohio agents the 
following agents cantured the prizes: 
First, Thomas Couchlin, Cleveland, $1roo: 
second, G. B. Stearns, Columbus. $75; 
third, C. 7. Swift. Cleveland, $<o* fourth. 
Fred A. Boron, Akron, $25: fifth. Wm. T. 
Faton, Kenton. $25; sixth, Henry De- 
Graff, Toledo, $15, 





The Metropolitan Surety is entering 
Michigan. 

The Metropolitan Surety will enter 
Missouri at an early date. 

There are ewxt companies in the new 
bank burglary compact which goes into 
effect March 1. 

A thirteen-ton flywheel at the plant 
of the Morgan Engineering Company at 
Alliance, O., burst a few days ago. No 
one was injured, but the plant was badly 
damaged. 

The United Surety Company of Balti- 
more will soon make application for ad- 
mission to Missouri. C. L. Crane & Co. 
of St. Louis will represent the company in 
that city. 

John F. Held, who has been in the 
coal business in Chicago, takes charge 
of the personal accident department of 
the Ocean in Illinois for Manager J. E. 
Callender. 

Jonas Hirsch of Chicago, who was 
formerly manager of the credit depart- 
ment of the Philadelphia Casualty, but 
who went with the London Guarantee, 
returns to his old company in the same 
capacity as before. 

The Independent Plate Glass Under- 
writers of Chicago will make application 


for admission to Missouri if it finds that. 


the Missouri laws are such that it can 
comply with their requirements. 

Agents of the Great Western Acci- 
dent of Des Moines held a two days’ 
session at the home office last week. 
It closed with a banquet at the Savery 
Hotel. A number of prizes were given 
out to agents who had written the 
largest amount of business. 


M. O. Garner of Atlanta, Ga., who has 
had charge of the southern claim depart- 
ment of the Maryland Casualty, goes to 
New York city to take entire charge of 
the company’s litigations and claims for 
the territory of the greater metropolis. 
He is succeeded at Atlanta by John 
Ridgely, Jr., who comes from the home 
- and is a member of the Baltimore 

ar. 


CASUALTY APPOINTMENTS. 


Ohio. 
General Acci.—W. H. Meade, Jr., 
Pataskala, 
New Aenetertnsn Cas.—J. C. Byrkett, 
Troy; E. G. Roth, Canton. 
North American Acci.—W. E. Ludwick, 
Greenville. 


Penna. Cas.—R. E. Morgan, Alliance; 
J. H. Schlagel, Alliance. 
Wisconsin. 


c Fa ay Life—L. M. McCumber, Eau 
re 
wn Cas.—Frank Andrews, La Crosse; 
Cc. Peck, Green Bay; J. O. Smith, Om- 
Ges D. C. Jones, De Pere; Joseph Fabry 
and John Dwyer, Marinette; T. H. Smith, 


Menomonie. 
Continental Cas.—B. H. Cummings, Ells- 
E. Rikkers and W. A. Watson, 


worth; F. 
Waupun. 

Fid. & Cas.—George H. Russell 
Henry Overbeck, Jr., Milwaukee. 

Metropolitan Surety—H. <A. Moeser, 
Janesville; Chris —y eo and Walter 
Schroeder, Milwaukee; F. E. Shults, Bara- 
boo; C. E. Preston, Chippewa Falls. 

National Omlaned, F. 


and 


Conley, ee 


Se Idred, Beloit; E. R. Burke, 
ro 
Pacific. “Mut. Life—Wm. Kuhnke, Mil- 
waukee. 


Phenix Acci. & Sick Benefit—w. H. 
Copp, Fond du Lac. 

Time Indemnity—Lawrence 
Phillips. 

Travelers—E. D. Bullock, Beloit. 
Union Acci. Benefit—A. M. Sanford, 


Chesley, 


Westboro; Amund Peotene, Prairie Farm. 
U. S. Acci.—Edward Ogden, Milwaukee. 
Wisconsin Cas.—W. Taylor, West- 

boro; E. L. Pietzner, Columbus. 

Indiana. 
Title Guar. & Tr.—W. H. Wigton, 

Ligonier. 

Michigan. 


General Accli.,. Scot.—W. W. Graham, 


onroe. 

National Cas.—Samuel eae == Bay 
City; C. C. hes Mt. Pleasant. 

U. 8. = —C. Preston, Detroit. 

U. S. Acci.—Ww. Mo. Wixson, Alpena; Lee 
Hosler, Balisire: oO. J. Park -" Boyne City; 
I. G. Ring, Grand Ledge M. Green, 
Houghton; Fred Hirzel, _ eae Clyde 
Rutan, Vanderbilt. 

Minnesota, 

Empire State oe eo A. 


& 
Co., neopets: Barrow: 
Hube “st. Cloud; 


ergus 


Falls; G. V. 


Gregory, Wintns. 
WANT COLUMN, 


sen, 
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E. W. MOORE, Vice-President 


Preferred 


Accident Insurance Company 








Capital Stock, $100,000 


For Agency Contracts ont ® Territory 
Address the 


Accident and Health Insurance 


DETROIT, MICH. 





ILLINOIS SURETY COMPA 


184La Salle St., Chicago 513 Hanover Bank Bldg. 


ISAAC L. ELLWOOD, President. 
ALBERT J. HOPKINS Vice-Prest. 
W. HERBERT STEWA RT, Secretary. 
EDWIN M. McKINNEY, Gen’! Mgr. 


Offers Excellent Agency Contracts 
in Illinois, New York, Minnesota, Wiscon- 
sin, Ohio, Nebraska, lowa, Missouri and 


Kentuc! xy. Its bonds insure. Its rates 
and service are satisfactory. 


Correspondence and Applications Solicited 
D. EDWARD MONROE. Supt. of Agencies. 


CONTINENTAL 
CASUALTY COMPANY 


Capital Stock $300,000.00 
Accident and Health Insurance 


General Offices: CHICAGO 


Policies are Protected by more than One Million 
Dollars Assets. Over $5,000,000 paid in claims 
to 175,000 of our Policyholders. 


Good Contracts in Good Territory to Good Men. 





—Producers Address—— 


H. G. B. Alexander 


Second Vice-President and General Manager 
1208 Michigan Avenue - - - CHICAGO 








Che Pennsylvania Casualty Company 


SCRANTON, 


CASH CAPITAL, $200,c00 


Incorporated 1899 





OUR AGENCY IIEANS TO YOU: 


A Top Notch Commission. 


A variety of policies with conditions reduced to a minimum, and 
bristling with the most attractive special benefits, supported by litera- 


ture, artistic and catchy. 


A Company constantly on the alert to promote your interests. 


Accident, Health and Liability Insurance 
See Our Policy Paying Cash Premium Dividends 





M. G. NICHOLS 


, Supt. of Agencies 





F. O. HAVENER, Pres. Lzg J. Friston, Secy. 
E. L. Davipson, Treas. 


Davip F. Connoity, J. H. P. Smita, 
J.M.CRAWFORD, Vice-Presidents. 


Che Empire Casualty Zo, 





Capital Stock $150,000.00 





All forms Accident & Health Insurance. 
Attractive and up-to-date contracts. 


We have desirable territory open to 
good men. 


Liberal commission to agents. 


Address HOME OFFICE, 


Sixth Floor, Union Trust Bldg., 
Leg J. Fristog, Secy. Parkersburg. W. Va. 


EVERY MAN INTERESTED 


in selecting a profess- 
jon that offers the 
greatest prospect of 
success shouldreadthe 
booklet, “CAREERS 
FOR THE COMING 
MEN,” by Hon. John 
F. Dryden. It is a 
practical discussion of 
the opportunities off- 
ered in the field of 
LifeInsurance, A 
copy will be sent, free, 
upon request. 


THE PRUDENTIAL 


Insurance Company of America 
Incorporated as a Stock Company by the State of New Jersey 


Home Office JOHN F. DRYDEN 
NEWARK, N. J. President 
Prudential > are Money Makers. Open Territory 


for Ene cMen_ TheGrand Prize was * warded 
the Prudential at the St. Louls Exposition. 








WANTED 


Men with clean records who can luce results 
for the most liberal Industrial Health & Accident 
proposition in the field. confidential. 


Address—Industrial Department, 
Standard Life & Accident Ins. Co. 
DETROIT, MICHIGAN. 

“THE OHIO oate Ce vas 


The Bankers Sure 


Williamson Building, CLEV _ Lom 7 
Capital $500,000.00 Fully Paid 
Becomes Surety on Bonds. 


Chartered Under Ohio Laws. 
$200,000 Deposited with Insurance Commissioner 








THe WESTERN UNDERWRITER, none better, 
tell your friends about It. 


EMPLOYERS’ LIABILITY 


Assurance Corporation, Ltd. 
OF LONDON, ENGLAND 

SAMUEL APPLETON, Manager and Attorney U. S, Branch. 

Original and Leading Liability 
Company 

All Porms of Liability Insurance. The most advanced and 

practical personal accident and sickeess policies. 
Total Available Resources, $6,816,000.00 
GENERAL AGENTS 

B. M..& GEORGE D. ALLISON, Ohio, East Ky., W. Va., 
Tenn., 39 East Third St., Cincinnati. 

R. H. CLARK, Northern Ohio, 208 Superior St., Clevelandt 


ROBT. ZENER & S&S a Indiana and Kentucky, Talbot. 
Block, Indiana 


GEO. A. GILBERT, th _ = Neb., 8. Dak. and N. Dak., 150 
La Salle St., Chicago. 





Wolff’s Law of Insurance, every local agent 
wants one, $3. 


Records for special agents, locals and 





adjusters, 
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THE WESTERN UNDERWRITER. tS 
The local ompanies in Arkansas have FIRE INSURANCE 
TRS 1S CHARA CONFERENCE ae to put up reserves on reinsur- TORN ADO IP IH FE N | x G oO M Pp A N Y 


would be flimsy ground for refusing to 
relicense them. 

Commissioner Perkins has not rendered 
a decision. He refuses to say what it 
will be. Those who are on the inside 
do not hesitate to say that the outcome 
will be in no way place the companies in 
jeopardy. Mr. Perkins is by no means 
the highest power in the state. 

Perkins Is Puffed Up 

Politicians here rather smile at the re- 
ported ebullitions of Mr. Perkins at 
Omaha. He is somewhat puffed up over 
his temporary dash into the limelight. It 
would be in keeping with our commis- 
sioner to expand a trifle and explode 
when he gets away from home. He felt 
complimented at the attention paid him 
by the state auditor of Nebraska. In a 
spirit of braggardism he no doubt made 
trash statements at Omaha which will 
never materialize. 

To be frank, the present insurance 
commissioner is a small potato. He 
would enjoy making a stir if he dared. 
He would delight in seeing company offi- 
cials dance at his feet. 

Mr. Perkins is not a big enough man 
to revoke a license and try to defend his 
action. He would get lost in the first 
round. 


SENDING OUT ARKANSAS BLANKS 





Commissioner Makes Some Comment on 
Reinsuring in Outside Companies— 
Will Insist on the Reserve 





Commissioner Moore of Arkansas is 
sending out blanks to the companies for 
their reports for the insurance year clos- 
ing Feb. 28. This will make the close 
of the first year under the conditions 
created by the enactment of the drastic 
anti-compact measure and Commissioner 
Moore has set himself to the task of 
pushing some of the issues which have 
arisen to the finality. 

Chief among these issues is the ques- 
tion of reinsurance of risks by local com- 
panies in companies not authorized to do 
business in Arkansas. Practically all the 
local companies which have sprung up 
during the past year are employing this 
means of increasing their lines and the 
practice has been allowed to go unchal- 
lenged. It has proved the only means by 
which the assured could get adequate 
protection and no official has interposed 
any legal obstacles. Commissioner Moore, 
however, emphatically holds that the prac- 
tice is illegal. He says: 

“I take the position that reinsurance is 
absolutely prohibited by the anti-trust law, 
but the penalty—that the local company 
negotiating such reinsurance shall pay the 
tax prescribed by law—is not of such a 
character as to be preventive. Grant- 
ing the fact of reinsurance the original 
company must of necessity be held re- 
sponsible to the state, for the outside 
company being outlawed cannot be known 
to the state.” 

The commissioner declares that the law 
requiring the maintenance of a reserve 
equal to half the amount of business 
carried by the company has in some 
instances been evaded, as has been the 
law requiring the company to have $50,- 
000 cash capital paid up. This is done, 
he says, by the trick of securing from 
some confederate bank a certificate of 
deposit for the required amount, which, 
having served its purpose in securing the 
certificate of authority, reverts to the 
bank, the company being thereby left 
without the substantial basis contemplated 
by the law. Mr. Moore will insist that 
the legal reserve and the paid-up capital 
shall be bona fide cash deposits or invest- 
ments that are safe and profit-yielding. 

Mr. Moore has been making a close 
study of the question, and has during the 
last few months secured expressions from 
the insurance commissioners of eighteen 
States on this subject of reinsurance, and 
of these only a few report that the prac- 
tice is permitted. Other states prohibit 
it, some of them by penalties that are 
Preventive. 





FIRE COMPANIES’ STATEMENTS 





Some Splendid Results in 1905 Are Shown 
by Companies Whose Figures 
Have Appeared 





The annual statement of the AZtna is 
very gratifying to all interested in that 
excellent institution. Its assets are $16,- 
815,297, gain $1,001,241; reserve $5,016,- 
804, gain $509,958; net surplus $7,036,- 
o11, gain $599,150. The Aftna’s under- 
writing policy is one of the most success- 
ful. In the west the company had a very 
profitable year. There is no better agency 
company than the A£tna. 

The Home of New York issues a re- 
markable statement showing the prog- 
ress of that splendid company. It cer- 
tainly is a winner. Its assets are $21,- 
239,053, gain $1,821,723; reserve, $7,598,- 
OoI, gain $387,435; met surplus $8,720, 
501, gain $1,344,180. 

The Western Reserve of Cleveland, one 
of the choicest western companies that is 
on the right track, shows assets $381,672, 
gain $166,072; reserve $40,340, gain 
$4,743; net surplus $141,331, gain $61,268. 

The annual statement presented by the 
Cooper of Dayton should certainly be sat- 
isfactory in every way to the. agents and 
stockholders of the company. The assets 
are now $455,368.91, reinsurance reserve 
$139,925.91 and net surplus $210,835.77. 
Net premiums during the year were 
$125,336.16, and losses $34,616.91. The 
Cooper is forging ahead, and no mistake. 

The Delaware of Philadelphia makes 
some nice gains. The company is on a 
solid footing. Manager O. C. Kemp in 
the west has made money for it every 
year. Its assets are $1,875,521, gain $131,- 
210; reserve $890,801, gain $77,462; net 
surplus $193,493, gain_$66,744. 

e Westchester Fire is one of the 
finest in the land and out in the west 
Lotz & Schwarz are making things hum. 
Agents appreciate a company of this 
kind. Its assets as of Jan. 1 are $4,053,- 
482, gain $417,011; reserve $1,858,542, gain 
$88,226; net surplus $1,678,128, gain 
$309,526. | 

The Girard shows up well. Its assets 
are $2,284,407, gain $143,143; reserve $1,- 
264,366, gain $136,396; net surplus $700,- 
174, gain $21,021. 

e Lumbermens shows assets $1,- 
432,082, gain $80,792; net surplus $750,- 
158, gain $77,488. 

The American of New Jersey comes 
out with flying colors. It is constantly 
on the advance. Its assets are now 
$6,005,356, gain $772,752; reserve $2,691,- 
296, gain $319,611; net surplus $2,430,459, 
gain $393,558. 

The Camden shows assets $1,661,449, 
gain $268,664; reserve, gain $88,566; net 
surplus $485,977, gain $58,233. 


FINDS WESTERN STANDARD GOOD 





Union’s Electrical Inspector Compares Mu- 
nicipal Inspection in the East 
and West 





The committee on fire protection engi- 
neering of the Western Union has re- 
ported to companies in connection with 
the attendance of its electrical bureau 
inspector at the meeting of the United- 
writers National Electrical Association, 
held in New York City, Dec. 7 and 8. 
At this meeting a number of important 
amendments to the National Electrical 
Code were adopted, including nearly all 
recommendations of the Western Asso- 
ciation of Electrical Inspectors. 

After the meeting the bureau inspector 
visited some of the best municipal elec- 
trical inspection departments in the east 
and from the general character of the 
work open for inspection at that time, 
concluded that the standard for inside 
wiring maintained “by the average mu- 
nicipal department in Western Union 
territory is ‘fully up to the best eastern 
traditions. He reports that eastern de- 
partments maintain more complete rec- 





OF BROOKLYN, N.Y. 


Western and Southern Department, 205 La Salle Street, CHICAGO 





J. H. LENEHAN, General Agent 


CHAS. R. STREET, Ass't General Agent 





SURPLUS LINES 


EUROPEAN UNDERWRITERS OF LONDON 


Composed of Twelve Foreign Companies. 


Cash Assets $66,000,000 


Funds deposited with Ladenburg, Thalmann & Co., Bankers, New York 
PAUL E. RASOR, U.S. Attorney for Hollitscher & Middleton, Attorneys 


BURROWS, MARSH & 


New York Office, 52 William St 


UNITED STATES 


McLENNAN , CORRESPONDENTS 


Chicago Office, 159 La Salle St. 





INSURANCE OFFICE 








SUN 


oe Ff 


LON DON 


FOUNDED 1710 


UNITED STATES BRANCH: 
54 PINE STREET, 


NEW YORK. CHICAGO. 


WESTERN DEPARTMENT: 


171 LA SALLE ST., 


PACIFIC DEPARTMENT: 


215 SANSOME ST., 
SAN FRANCISCO, 








Ohio and Wisconsin. 


Address all communications to 


Metropolitan Fire Insurance Co. 
169 LA SALLE STREET, CHICAGO 





Do You Need a Fire Insurance Company ? 


THE METROPOLITAN FIRB INSURANCE CO. of Chicago is seeking 
reliable agents in the States of illinois, Michigan, Minnesota, Missouri, 


On account of extensive reinsurance facilities it is able to write 


LARGE LINES onall classes of acceptable risks. 
SION arrangements to desirable agents. 


Capital $200,000 


LIBERAL COMMIS- 


John Naghten & Co., Gen. Mgrs. 
Established 1868 











ORIENT 
INSURANCECOMPANY 


OF HARTFORD, CONN. 





CHARLES E. DOX 
MANAGER 





WESTERN DEPARTMENT 


171 La Salle Street, Chicago, Ill. 





CHARTER PERPETUAL 


Stock Company 


Farmers and Merchants 


Insurance Company 
LINCOLN, NEBRASKA 


CHICAGO BRANCH, 184 LA SALLE ST. 








Rolla V. Watt, Mgr. 
Pacific Coast Dent. 

California, Oregon, Washing- 
ton, Utah, Idaho, Arizona, Mon- 
tana. New Mexico, Alaska, 
Hawatlian Islands. 

Royal Insurance Building 
N, W. Cor. Pine and Sansome 
San Francisco 





Pennsylvania, New Jersey, 
Delaware, Maryland, Virgiuia 
North Carolina, District o 
Columbia, West Virginia 


Royal Insurance Building 
306 Walnut St , Philadelphia 





John H. Law George W. Law 


Illinois, Ohio, Indiana, Michi- 

an, lowa, Kansas, Missouri, 

innesota, Wisconsin, North 
Dakota, South Dakota, Nebraska, 
Colorado, Wyoming. 


Royal Insurance Building 
169 Jackson Boulevard, Chicago 














** Che Coating Fire Insurance Company 
the W 





Uniform in Its Business Mithods 





Cransacting Busi in America 
Over Ralf a Century 





orla’’ 
C. F. Shallcross, Mgr. 
Fredr'k W. Day, Ass’t Mgr. 


New York Department 
50 Wall Street, New York City 





Geo. P. Field E. B. Cowles 
Field & Cowles, Mgrs. 
New England Dept. 
Massachusetts, Connecticut, 


New Hampshire, Rhode Island, 
Vermont, Maine. 


85 Water Street 


Boston, Mass. 





Milton Dargan, Mgr. 
Southern Dept. 


Kentucky, Tennessee, Georgia, 
Fiorida, South Carolina, Ala- 
bama, Mississippi, Texas, Arkan- 
ses, Louislawa, Oklahoma, 
Indian Territory. 


Atlanta, Ga. 














ords of work done and are more ag- 
gressive in supervising outside wiring 
than the average department in the west. 
This -was found particularly true in 
Massachusetts, where the statutes require 
each municipality to regulate both inside 
and outside wiring. It is alleged that 
municipal departments in uriion territory 





have made greater progress in securing 
improvements in old and defective wiring 
than those in the east visited by the in- 
spector. 


Get busy and get business; use our inven- 
tories for ads. 

Policy Records for the Insured, 
100, with your ad on cover. 





$6 per 
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REASON FOR COINSURANCE CLAUSE 


(Continued from Page 8.) 


the percentage of value necessary to 
meet losses and expenses. The next 
natural step is to find the percentage 
of insurance to value, in order to find 
the whole amount of insurance on 
which an adequate rate can be predi- 
cated. Insurance companies cannot rely 
upon the public to place the amount 
of insurance necessary to produce the 
required sum at any named rate. Some 
property owners will be satisfied with 
insurance representing 50 percent of the 
value of their property, while others 
want 80 percent of the value, or more, 
covered. Very many business men are 
so situated financially that they are 
obliged to promise their creditors that 
they will carry practically full insur- 
ance. 

Now, if a way can be found, whereby 
each insured class of property can be 
required to pay the losses and expenses 
incurred on each, should not that means 
be adopted, and, instead of being pro- 
hibited by law, should not its use be 
required by law? 

x x 

Should the business man, whose cir- 
cumstances require him to carry full 
insurance, be deprived of the reduction 
in rate offered by insurance companies 
for the use of the average clause? I 
think not. 

The average clause is to the insuring 
public what the board of equalization 
should be to the tax paying public. 
It makes an equitable distribution of 
the insurance tax on all insured prop- 
erty. It prevents the wealthy property 
owner from dodging his proper por- 
portion of the burden of fire losses. It 
guarantees to the business man, who is 
obliged to use fire insurance as_ the 
basis of credit, the same rate of cost 
that is enjoyed by his more favored 
competitor. 

It enables all insurance risks to se- 
cure protection. 

It enables the owners of large prop- 
erties to secure sufficient insurance to 
protect them against loss by fire. 

It would appear to be a fair, just, equit- 
able and necessary condition of the fire 
insurance policy. 


LIVELY MEETING IS ANTICIPATED 





Question of Commissions in 
Idaho and Utah to Be 
at Denver Soon 


Montana, 
Settled 





A lively meeting is expected at Denver 
about two weeks hence, when the West- 
ern Union and Pacific coast contingents 
come together to settle the question of 
paying graded commissions in Montana, 
Idaho and Utah. The mountain field is 
the meeting place gf the two jurisdic- 
tions. As more companies doing busi- 
ness in Colorado, Wyoming and New 
Mexico report to Chicago than to San 
Francisco, the agents of these three 
states were placed on a graded com- 
mission basis some years ago by agree- 
ment of the Chicago and San Francisco 
managers. Montana, Idaho and Utah, 
however, have been kept on a 15 percent 
basis, as most companies in these states 
report to San Francisco. 

The result has been that companies 
in the Pacific board or Western Union 
have lost much business to companies 
which pay graded or excess commis- 
sions. Some of the companies managed 
from Chicago and from Denver object to 
losing their business to accommodate the 
Pacific board and insist that these three 
states be placed on a graded commission 
basis. The San Francisco contingent, 
however, strongly objects to this move, 
as that will place the graded commission 
territory contiguous to its stronghold— 
the Pacific coast states—and the next 
thing will be a demand for graded com- 
missions there. 

It is considered by some that the 
Pacific board faces the alternative of 
reducing rates, so that non-board com- 
panies will not pay excess commissions, 
or placing its whole field on a graded 





The Old Reliable 


The Local Agents’ Company 


INCORPORATED 1865 


German Insurance Company of Freeport 


The Largest and Most Successful Fire Insurance Company in the West 


Assets, January J, 1905 ...-.-- 2+ +++ ++$5,546,127.97 
Cash Capital........ccceseseeeeees ..++. 200,000.00 
Liabilities, including reinsurance---------. 3,617,361.34 
NET SURPLUS..............02-+++0++ $,728,766.63 


Cc. O. COLLMANN, President 
HENRY BAIER, Vice-President 


Home Office: . 


F. M. GUND, Secretary 
D. B. SCHULTE, Treasurer 


Freeport, Tllinois 





commission basis and insist upon sepa- 
ration. The managers at San Francisco 
do not desire to do either of these. 
They are making money for their com- 
panies at present rates and they might 
not at lower ones. Nor do they desire 
to increase the commissions of small 
town agents, especially as it is said that 
local conditions and competition have 
forced some of them to make the large 
Pacific coast cities practically “excepted 
cities,” although the rules make no pro- 
vision for such a class. 


MISCELLANEOUS NOTES 


Leon W. Manton, special agent of the 
New York Fire, becomes its superin- 
tendent of agents. 


Companies have been furnished with 
new rules and requirement of the Na- 
tional board for sprinkler equipments, 
automatic and open systems. 

The Des Moines Fire has entered the 
general agency of W. L. Nelson & Co. 
of Memphis, and will at once be entered 
in Arkansas and other states. 

W. A. Windus has been appointed 
special agent for eastern Washington, 
Idaho and Montana for the Union of 
London and the Law Union & Crown. 

N. A. McNeil, assistant manager of 
the Caledonian, who has been in ill 
health for some time, has resigned and 
is succeeded by R. C. Christopher, sec- 
ond assistant manager. 

Insurance Commissioner Pierce of Ne- 
braska has notified fire insurance com- 
panies of certain states that they will have 
to pay a 2 percent reciprocal tax issued in 


Nebraska. Thirty-two companies are af- 
fective. 
O. J. Prior, general manager of the 


New Brunswick Fire, has resigned to be- 
come superintendent of agents of the 
Delaware of Dover under the Vedder 
Underwriter Company, general agents 
for the country. 


The receipts of the’ Wisconsin depart- 
ment of insurance for 1905 amounted to 
$572,778.95, while the expenses, including 
salaries, printing, postage, etc., amounted 
to $19,636.25. This is the largest amount 
taken in by the department in one year. 

George A. Cram, son of President Cram 
of the American Central, has returned 
to the home office of that company and 
has resigned as vice-president of the 
Mercantile of Boston. He retains an in- 
terest in the Boston agency of Simp- 
son, Cram & Co. 

The actual collection of insurance 
taxes in Minnesota has been taken out 
of the hands of the commissioner of 
insurance and placed in those of the 
state auditor and the state treasurer, 
Commissioner O’Brien. having asked to 
be relieved of this responsibility. 


The State Mutual Co-operative Insur- 
ance Company has been organized at 
Moscow, Idaho, by C. P. Merwin, who 
was secretary of the Western Fire Mutual 
at Seattle, now in the hands of a receiver. 
He promises a 25 percent rebate from 
“trust rates” and a big dividend beside. 

The Virginia legislature will likely pass 
bills to create a department of insurance, 
to curb “wildcats’” and to regulate the 
granting of charters and a compromise 
measure giving the local agents some con- 
current voice with the Southeastern Tariff 
Association in the matter of rate-making. 


57th Annual Statement United States Branch 


Liverpool & London & Globe 


Insurance Company 





VU. S. Net Assets - - - - - - $12,107,398.43 
Liabilities - - - - - - - - 7,.038,506.47 
Surplus - - - - - - - - $ 5,068,891.96 





NEW YORK OFFICE, 45 WILLIAM ST. 


J. M. DE CAMP, General Agent, Ohio. 
Indiana, Kentucky, Tennessee, 
Arkansas, West Virginia at Cincinnati. 


Northwestern Department: 
205 LA SALLE STREET, - CHICAGO. 
WILLIAM S. WARREN, $50.5; MOOR s, 
Resident Secretary. Ass't Secretaries 


ARMENIA INSURANCE COMPANY 


OF PITTSBURG, PA. 





ROBERT DICKSON, President 
Capital, $200,000 


DICKSON & TWEEDDALE, General Agents 





NATIONAL LUMBER convany 





OF BVFFALO, WN. y. 
Capital and Surplus full paid, $250,000.00 





Writes liberal lines at prevailing rates on LUMBER and all 
classes of WOODWORKERS only. 


No prohibited list in these classes. Correspondence invited. 





General Agent for Michigan 


W. B. BIERCE Whitney Opera House Block, Detroit, Mich. 








1825 THE 1906 


Pennsylvania Fire 


INSURANCE COMPANY 


Incorporated 1825. Charter Perpetual 


Office: 508-510 Walnut St., Philadelphia, Pa. 


Commercial 
Union 





Assurance Company, Ltd., ws ie 
of London. yo cen CRYO, | 
IIE ecbinmaanadectud: ico hci rnin 2.585,263.42 
R. Dale Benson, Pres. W. Gardner Crowell, Sec. 
UNITED STATES BRANCH: Joba L, Thomson. Vice Pres. Charles -t Merrill, Ass’t Sec. 
Cor. Pine and William Sts., New York a 
WESTERN DEPARTMENT: WESTERN DEPARTMENT: 


315 Dearborn Street, Chicago 


CHAS. H. BARRY, Manager 














Temple Building 


CHICAGO, ILL. 
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POINTERS wt 


FOR LOCAL AGENTS. 








Want Column 


Prominent Chicago Agents 


Leading Agents and Brokers. 








One dollar per insertion. Limit, five lines. Ad- 
ditional lines, 20 cents each, per insertion. 








A majority of newly appointed agents— 
and some of the old ones, too—cause an 
endless amount of trouble and confusion, 
at both ends of the line, by their failure 
to keep their agency register in proper 
shape. It is important that the agent’s 
register should contain a perfect abstract 
of each risk written and, under the head 
of description, an exact copy of the policy 


‘form should be inserted as, when the 


policy is delivered to the assured, and 
the daily report forwarded to the com- 
pany, unless a copy of the form has been 
spread upon the agency record, the agent 
may be “up a stump” should the company 
criticise some objectionable feature of the 
form, and his only salvation would be an 
examination of the policy, which incon- 
venience to the assured should be avoided 
by proper office method. Then, too, the 
special agent, on each visit, must know 
what business has. been given the com- 
pany since his former call, and the 
register is his reference book. Let your 
policy, daily report and register agree and 
you will keep out of hot water. 


An agent cannot study local electrical 
conditions too closely, and his careful 
attention to this feature of the business 
cannot fail to save his companies many 
losses. There are certain electrical 
bureaus, supported by the companies, 
where much useful and instructive matter 
can be secured, sufficient to properly 
equip an agent to pass upon electrical and 
other mechanical equipments in his town. 
The committee on fire protection engi- 
neering is operated by the Western Union, 
and has extensive laboratories in Chicago 
where expert electricians, machinists and 
chemists are daily engaged in experiment- 
ing with and accepting or rejecting the 
various fire-fighting and fire-preventing 
devices which are constantly being in- 
vented and submitted for examination. 
Write any of your companies for the 
printed matter sent out by this bureau 
and you will be cheerfully furnished with 
the data. Study them carefully and you 
will soon realize that you are an im- 
portant factor in the prevention of unsafe 
building conditions in your bailiwick. In 
short, you will be a valuable adjunct of 
this committee which is proving of so 
much service to the companies. 


Of gasoline lighting devices there are 
now many and an agent should be sure 
that he has attached the proper permit to 
the policy. There is the gasoline vapor 
lamp permit, the gasoline oil distribution 
permit, the gasoline lighting system hav- 
ing an outside carburetter, the system hav- 
ing an inside carburetter, and various 
other means of gasoline illumination, suffi- 
cient to puzzle even the expert in deter- 
mining just which clause to apply. At 
the general office a supply of each printed 
permit is kept and you will be furnished 
with the necessary blanks upon applica- 
tion. Whenever you are in doubt as to 
which clause belongs in the policy, attach 
the one you think proper and, when send- 
ing in daily report with duplicate clause 
attached, give the company particulars as 
plainly as you can, and, if you have not 
given the proper permit, it will set you 
right. 

When you cover the contents of a 
printing office be sure and make a per- 
sonal inspection of the office and see that 
there are no excessive quantities of gaso- 
line, benzine and other inflammable oils 
hidden in out-of-the-way places, and no 
oil-soaked rags in promiscuous profusion. 
These are fire breeders of the worst kind. 





FEDERAL LLOYDS. 
159 LA SALLE ST., CHICAGO, 


Helps the agent controlling a large 
line to provide his customers with sat- 
isfactory indemnity. 


SURPLUS LINES. 








WANTED—A man of experience and a 
hustler to solicit personal accident, bur- 
glary, plate glass, elevator and general 
liability in Columbus, O. Address P 6, care 
Western Underwriter, Chicago. 


SITUATION WANTED—By young man 
in general agency as loss clerk or in loss 
department; several years’ experience in 
local agency work and as a bookkeeper; 
desire to advance along the above lines 
with good company; best of references. 
Address D. 4, care Western Underwriter, 
Chicago. 


WANTED—A high-grade, capable man 
in Chicago office of an old reliable life 
company, with an established business; a 
good contract offered to one who can fill 
position as assistant manager; best of ref- 
erences required. Address M 6, care West- 
ern Underwriter, Chicago. 











BROKER, leaving Chicago, has small but 
very choice line of fire premiums to dis- 
pose of. Customers are prominent people 
and afford some valuable connections. 
Commission about $300 per annum; make 
offer. Address W. 6, care Western Under- 
writer, Chicago. 





LIFE AGENTS—Add to your income by 
selling health and accident insurance; rat- 
ings liberal; policy plain; good money as a 
side line; liberal contracts for desirable ter- 
ritory in Indiana and Pennsylvania for 
district managers. Address Fidelity Acci- 
dent, Saginaw, Mich. 





WANTED—A competent daily report ex- 
aminer by the western department of a 
large company at Chicago. Address, giving 
experience, N. 8, care Western Underwriter, 
Chicago. 


A DISTRICT AGENCY for the North- 
western Mutual Life of Milwaukee, in cen- 
tral Illinois, is open for the right man. 
Only men able to write business and of 
unquestioned character should apply. Ad- 
dress K. 27, care of Western Underwriter, 
Chicago. 





Members of the Chicago Underwriters Association 


ReaD. S. JAMES & CO. 
171 La Salle Street, Chicago 
Agents for The Connecticut, Phenix, Mechanics 
& Traders, National of Hartford, British America, 
German Alliance, North British & Mercantile, 
Calumet, lowa Home, American Bonding Com- 
pany and Casualty Company of America. 


CS CnSee.. MILLER, 
WHITNEY & BARBOUR 
138 La Salle Street, Chicago 


Sole Agents the Pheenix of London, American of 
New Jersey, Spr Garden, County of Philadel- 
phia, Camden, Springfield F. & M., United Pire- 
men’s, Security of Connecticut, Teutonia of New 
Orleans, Ins. Co. of the State of Pennsylvania. 














H. J. ULLMANN Cc. A. NEWTON 


H J. ULLMANN & CO. 
' 159 La Salle St., Chicago 


Agents for 
NEWARK FIRE <- = Newark, N. J. 
CAPITAL FIRE - = Concord, N. H. 
STATE FIRE (Ltd.) ~- Liverpool, Eng. 


AMESON & FRELINGHUYSEN 
F. R. THOMPSON, MANAGER 
159 La Salle Street, Chicago 
Expert handlers of large lines 
Surplus Limes Solicited Anywhere in U. S. 


General Agents for Pacific Fire, N. Y.; Stuyve- 
sant, N. Y.; National PF. & M., N. J.; ins. Under- 
writers Agency of the Spring Garden, Pa.; Globe 
- — N. Y. (F. R, Thompson, 
gent. 
Special connections with other companies. 
Correspondence — from agents in other 
cities. 


Surplus Lines 














The Standard Life & Accident Insur- 
ance Company of Detroit, Mich., is desirous 
of getting in touch with men of proven 
ability in the industrial health and accident 
field as district managers. Up-to-date 
contracts for hustlers. Correspondence con- 
fidential. Address Industrial Department. 





WANTED—By a young man of ambition, 
energy and education a — in a general 
fire insurance agency. Salary not an object 
to start. Want a chance to demonstrate my 
worth. Address G 3, care WESTERN UNDER- 
WRITER, CHICAGO. 





WANTED—A competent daily report ex- 
aminer by the western department of a 
large company at Chicago; all communi- 
eations to be considered confidential. Ad- 
dress M 5, care Western Underwriter, Chi- 
cago. 


FOR SALE—Insurance and real estate 
agency in a thriving Ohio town of 25,000; 
business paying over $5,000 per year; must 
retire from the business; will sell cheap. 
Address H 11, care Western Underwriter, 
145 La Salle St., Chicago, Ill. 








WANTED—Man capable to deliver the 
goods, to tg me a capital stock legal 
reserve life insurance company as mana- 
ger or state agent in the state of Ala- 
bama. The best selling contracts on the 
market. Excellent opportunity for the 
right man. Address P. O. Box 2007, Phila- 
delphia, Pa. 





A Pennsylvania Accident. Insurance 
Company of long standing is desirous of 
securing the services of men in the states 
of Illinois, Indiana, New York and Penn- 
sylvania, to accept agencies. All policies 
are conditionless and provide for bene- 
ficiary insurance. Experience unnecessary, 
but wide acquaintance and ability are. 
Address, with full particulars, “Accident,” 
care The Western Underwriter, Cincinnati. 





WANTED—Strong non-union fire insur- 
ance company, writing a general classifi- 
cation; sole agency, to which we will give 
from $5,000 to $10,000, according to classi- 
fication and lines; will give a large line 
of preferred business. Address P. O. Box 
536, Omaha, Neb. 





INDIANA STATE AGENT WANTED— 
The Commercial Accident Company of 
Philadelphia, founded in 1888 by John F. 
Hartranft, is about to enter the state of 
Indiana for the transaction of business 
and desires a competent man to act as 
state agent; very liberal terms will be of- 
fered the proper party; correspondence 
confidential. ddress Home Office, Girard 
Trust Building, Philadelphia. 


TO SUCCESSFUL WRITERS 


OUR AGENTS ARE MAKING MORE MONEY PER CAP’ 
ITA than the agents of any other company, for the 


simple reaso 

N PER “‘APITA than the agents any other com- 
. THE REASON for this is that WE HAVE ONE OF 

Th MOST SALABLE PROPOS 

be glad to furnish information to  ! man of good char- 


acter whe desires to ally himself 
OLD-LINE CAPITAL OCK COMPANY, with EXCEL- 





——Address— 
F. L. SMART, 2242 Land Title Bidg., Philadelphia 











SURPLUS LINES 


HE GREAT LAKES FIRE & 
MARINE INSURANCE CO. 


E. E. Niess, Agent 
171 LA SALLE 8T., CHICAGO, ILL. 





SURPLUS LINES 


RADERS FIRE 
INSURANCE CO. 
of Toronto, Canada 
Authorized Capital, $1,000,000 
Toronto conflagration losses, $40,000, paid in cash 
A. L. McCRAE, General Agent 
153 La Salle Street, Chicago, Ill. 


T. MARSHALL & CO. 


Surplus Lin Salle 
“ Special tat eee Rares faithfu > 3 

















Insurance Agency of 
W.M. UMBDENSTOCK & CO. 


159 LA SALLE STREET 
CHICAGO 





UEEN CITY FIRE INS. CO. 
Sioux Falls, S. Dak. 


Cash capital, $300,000. Cash sur- 
plus, $50,000. Eastern Department, 
19 Liberty St., New York. 


W. L. PETTIBONE, Manager. 
Insurance Attorneys. 


HITE, JOHNSON, 
McCASLIN & CANNON 


Counselors at Law 
1446 to 1421 Williamson Bldg., Cleveland, 0. 


SPECIAL ATTENTION GIVEN TO THE 
LAW OF INSURANCE. 


J H. CABELL 


Attorney at Law 

















{207 Union Trust Bidg., Cincinnati, Ohio 


SPECIAL ATTENTION GIVEN TO 
INSURANCE CASES 





WESTERN UNDERWRITER Want Ads bring 
answers and results. 





ARRY M. COUDREY & CO. 
General Insurance Agents and Brokers 


943-4-5-6-7-8 Century Building, ST. LOUIS 
Correspond licited. © isi paid non-resi. 
dent agents and brokers. Lo distance tejephones- 
ee Norwich Union, ——-)— New- 
ark, Indemnity, Star, Springfield, Frankfort, New York 
Plate Glass, U. 8. Fidelity and Guaranty Co., Casualty Co. 
of America (steam boiler dept.). 


HE EVARTS TREMAINE CO. 
General Insurance 
805-7 Willlamson Bidg., Cleveland, O. 
Facilities for placing large lines unsurpassed. Corre- 
spondence solicited. 











ALL & WHITTEMORE 


General Underwriters 
208 North Fourth Street, St. Louis 


We solicit business from agents in other cities. Long 
distance phones. Represent 19 leading companies. 


Actuarial. 


M. DAWSON, F. I. A. 
. CONSULTING ACTUARY 


Member of the Actuarial Society of America 
Fellow of the Institute of Actuaries, Member o 
the Deutscher Verein fuer Versicherungs- Wissen- 
schaft, etc. 


No.1 1 Broadway, New York City 

















AMES W. GLOVER, Ph. D. 


(in mathematics) 


Consulting Actuary 





1312 Geddes Avenue ~ Ann Arbor, Mich. 
J H. NITCHIE, 

. ACTUARY, 
153 La Salle Street, CHICAGO 


919 Association Building 


TELEPHONES: Central 739. Automatic 8992 


SAMUEL GANS COMPANY 
FIRE AND MARINE SALVAGE 


207-209 East Madison Street 
Telephone Main 275 


CHICAGO 


SOUTHERN DEPARTMENT: 1005 Washington Ave., ST.LOUIS 
I. PF. Small, Superintendent Be'l Telephone, 3081 


COMFORT 


is assured if your 
ticket reads via the 


MICHIGAN CENTRAL 


“The Niagara Falls Route.” 











Between Chicago, Detroit, 
Niagara Falls, Buffalo, New York 
and Boston and pointsin Michigan. 


THE ONLY ROAD 





Running directly by and in full 
view of Niagara Falls. All day 
trains passing the Falls by day 
stop five minutes at Falls View 
station, affording the passengers a 
beautiful view of the River and 
Cataract. 

Ten days’ stopover allowed at 
Niagara Falls on through tickets 
without extra charge. 


Ask about the Niagara picture. 


C. F. DALY 0. W. RUGGLES 
Pass. Traffic Mgr. Gen’l Pass. Agent 


CHICAGO 





THE witstin UNDERWRITER. 


Jaiitiaty tt, 1606. 








INSUR ANCE 
COMPANY 


ILLINOIS LIFE 


CHICAGO 


JAMES W. STEVENS, President 


Offers exceptional inducements to reliable and energetic men who are experienced in, or who 
would like to enter the business of life insurance. 


AppreEss THE HOME OFFICE: 
FORT DEARBORN BUILDING 134 MONROE STREET 




















THE SPRINGFIELD UNDERWRITERS 
MUTUAL Fire INS. Co. oO Ki \ oO 
SPRINGFIELD, O. UNDERWRITERS 
MUTUAL FIRE 
INS VURAN C EE 
A. F. McCORMICK COMPAN Y 
Stu'v. COLUMBUS 
SPECIAL HAZARDS A SPECIALTY 1@) KH i oO 




















Exceptional Inducements are Offered Intelligent 
and Reliable Men 


to enter the service of 


THE MUTUAL LIFE 


INSURANCE COMPAN YOF NEW YORK 


It is the largest and best Company in the world and the most satisfactory 
Company to represent 


Applications may be sent to 


GEORGE T. DEXTER 


Superintendent of Domestic Agents 


32 Nassau Street New York City 


The Company OF the People, BY the People, FOR the People 


the Metropolitan Life Insurance 


Company 
Incorporated by the State of New York. 
Home Office: 


J Madison Avenue, New York City 
Assets, $128,094,315.24 
Proof of Public Confidence 
This Company has more premium-paying busi- 


The Daily Av 
r da 

ness in forcw iu the United States than any other 1,42 

Company. and for each of the last 11 years has had 14, 

more New Insurances accepted and issued than any 

other Company in America. 


BANKERS LIFE 


Insurance Company 
OF THE CITY OF NEW YORK 


desires to secure General Agents in the 
largercities and towns in [ilinois and 
Missouri, to whom it offers a very lib- 
eral contract, carrying with it first and 
second year commissions, together 
with cont'nuous renewals thereafter. 

The company bas made a very large 





e Business 5 Busing 1904 
ay ru oer Claims 
in number of Poticies Sieraed. 
700. © per day in New Insurance writ 
0.67 per day in | ee to Policy Moiders 
and .ddition o reserv 
$78,826.81 per day in eesense of Assets. 


THE 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, FASS. 
Incorporated 1851 





increase during the last five years, 8 wer BE ci acccen $37,071,297. 57 
reco a unpreceden'ed by any insurance ES ci oS 
¢ mpany in the United states. Insur- — 33;770,974.54 


ance underwriters who are desirous of Surplus......cesescccccccces 
securing & permanent location with a 
guaranteed future income will kindly 
communicate with the home office. 


31 Nassau St., New York City 


3,300,623.03 


Definite paid-up and cash surrender values 
written in every policy 


CINCINNATI OFFICE: 807 Mercantile! ib ary Building 
CHICAGO OFFICE: 316 Merchants’ Loan & Trust Butid:ag 


ESTABLISHED 1837 


WESTCHESTER FIRE 


100 William Street, New York 
69th Annual Statement to Stockholders, January 1, 1906. 


CAPITAL STOCK PAID IN... 
TOTAL ASSETS....... 








INSURANCE 
COMPANY 











-$ 300,000.00 
4,053, 482.43 


LIABILITIES 
Tremere Preehams ....6 ci cccccescccsees $1,858 542.24 
NE es aan Sde ino 0000860068 181,141.44 
All Other Claims and Liabilities ......... 35,670.87 
ED, 56 da Landes cskcepepsntossardeees secure $2, te, 354.55 


Capital Stock 10,000. 00 
Net Surplus, beyond Capital Stock and all Liabilities. .$), 678, 127.88 
This Company has been in continuous and successful 
operation for more than three score years, and operates under 
provisions of Safety Fund Law of New York. 
GEORGE R. CRAWFORD, President. 


OHN Q. UNDERHILL, Vice-Pres. & Treas M. O. BROWN, Secretary. 
J "JOHN H. KELLY, Ass’t Secretary ‘ 


SOR ROE He eee 





Western Department: 1101 Royal las. Bidg., Chicago, Ill. 


Lotz & Scuwarz, Managers. 





W. M. HAHN, Manager 
C. W. UPSON, President E. D. BAXTER, Treasurer 
E. B. PROCTOR, Vice-President W. M. HILTABIDLE, Akron, O., State Agent 
HUGH YOUNG, Secretary 


The North American Mutual Fire Insurance Co. 


HOME OFFICE: 
Masonic Temple, Mansfield, Ohio 


Organized under the laws of Ohio and We write liberal lines on first-class 


subject to examination by the Ohio Insur- Manufacturing, Mercantile, Building and 
ance Department at all times. Dwelling risks. 


SURPLUS LINES PLACED FOR BROKERS AND AGENTS 
Write Home Office for Information 


DIRECTORS; 

C. W. Upson, Pres’t Mansfield Gas Co.and Direct- M. D. Frazier, Manager and Director of The 
or in . & O. Coal Co. Shield Publishing Co. 

E. B. Proctor, of R. B. Maxwell & Co. Depart- E. D. Baxter, Sup’t Baxter Stove Co. and Direct- 
ment Store. or in Bank of Mansfield. 

S. J. CoLweEtt, of Colwell Hardware Co. J. H. Rock, Columous, O , General Insurance. 

F. H. TANNER, Pres’t The Hicks-Brown MillingCo. W.M. HittasipiE, Akron, O., Ex-Sup't of Ohio 

A. R CLEcERN, of Seymour & Clegern, Boots and Canals. 

M. H. Davis, Shelby, O., The Davis Mill Co. 

W. M. Haun, Ex- -Sup’t of Insurance of Ohio. 





Shoes 
H, L. Bowers, H. L Bowers Cigar Co. 





Mutual Reserve Life Insurance Company 


of NEW YORK 
FREDERICK A. BURNHAM, President. GEORGE D. ELDRIDGE, Vice-President and Actuary 


The contracts of insurance issued by this omngeny are purely mutual and protecied by the full 
legal reserve required by the State of New York 


An Increase in Assets. An Increase in Surplus. A Decrease in Liabilities 


and an Increase Reserve B Force will be shown by the Compan statement 
tobe filed Janenry let *bue wuenhen 4 oa 


The Mutual Reserve has paid 362,300,000 to policy holders and beneficiaries in less than 25 years. 
AGENTS WANTED 


Address AGENCY DEPARTMENT, 309 Broadway, NEW YORK 





Plumbing and Water Leakage 
and all other classes of Casualty Insurance 


You should place your casu- 


| Second Reason Why y Saeekeen 
MARYLAND CASUALTY CO. 


Ms. ou and your patrons can get from us any kind 
of insurance except Life, Fire or Marine. That 
CRS means you can get, at our shop, without the 
MG CEGn. bother of shopping around, and at right rates: 
gene Couenen, Health, Disability, any form of Liability, 
Elevator, Boiler, Sprinkler Leakage, Plumbing and Water 


, Fly Wheel, Burglary, Plate Glass, | 
a A Gre C ; util 
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Physicians’ Defense! Big Saving of 
time and bother for you. Try it! 
Baltimore, January, 1906 
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HE momentous year 1905, with its 

shames and sorrows, is past, but 

the seeds in tribulation have yet to 
germinate. The eyes of the public have 
been opened, but it has not yet had an 
opportunity to act. The opportunity be- 
gan in some states with the opening of 
this month; in others the legislatures 
will not meet till next year. Ordinarily 
it is not best to pin too much faith. to 
legislatures,as they sometimes do strange 
things. Probably they will this time, 
too, but when the crop that comes of 
the seeds planted the past year is gath- 
ered it will be found that in spite of 
some tares there is much good wheat. 
The public slept and it paid the pen- 
alty. Now it is awake and the guar- 
dians of its trust funds who have been 
faithless may well tremble. As_ the 
faithful steward was not afraid when his 
master returned from his long journey, 
so those companies which have used the 
talents intrusted to them to the advan- 
tage of their owners will get their re- 
ward. An examination of annual state- 
ments this month will show that they 
already have begun to get it. 

+ + 


Those who compare the present life 
insurance agitation with that of the ’7os 
and predict a similar slump in the busi- 
ness do not realize how vastly different 
the conditions are. Not a single com- 
pany has failed as a result of the purg- 
ing which the business has undergone, 
whereas forty-six companies ceased do- 
ing business in New York between 1871 
and 1880. Then the evils were funda- 
mental and affected the reserves; those 
of today have not, so far as known, 
crept further than into the surplus 
funds. The inflation of values of assets 
is not a feature of the present trouble, 
while this was a feature of the misman- 
agement in the ’7os. 

Notwithstanding the great many evils 
existent in the business, life insurance 
is showing a steady upward trend. 


One result of the legal reserve failures 
of the 7o’s was the organization of a 
horde of assessment and fraternal socie- 
ties. Many of these were more or less 
closely related to the great fraternal 
orders, such as the Masons, while others 
were on a fraternal basis themselves. 
Faith in the legal reserve system being 
rudely shaken by the failures resulting 
from mismanagement and_ dishonesty, 
men generally had no reason to think 
that the assessment system was less safe 
than the legal reserve, especially when 
the funds were to be handled by their 
“brothers” Besides, the assessment sys- 
tem looked so simple and _ reasonable. 
Before 1900 most of the assessment con- 
cerns had passed away, not generally 
because of dishonesty on the part of 
officers, but because the system was un- 
sound; it had left the laws of mortality 
out of its reckoning. The fraternals 
have survived to a later date partly be- 
cause they have been more econom- 
ically managed, partly because they 
started later, and partly because they have 
learned from experience and are charg- 
ing more nearly adequate rates. A few 
of them are now on a legal reserve basis, 
more are charging almost legal reserve 
tates, and the rest of them will come to 
it in time or break up. The public 
has learned more generally than twenty 
years ago that life insurance cannot be 
had on a “cheap” plan and be secure. 

‘In spite of the faithlessness of some 
of its servants,. the mistaken striving 





after business, the opportunist’s argument 
that it is easier to buy off corrupt legis- 
lators than to down them, the misrepre- 
sentation, carelessness and crookedness 
that have been proven in the past few 
months, the great structure of legal re- 
serve life insurance yet stands the grand- 
est monument to man’s wisdom and en- 
ergy on the one hand and man’s noble 
self sacrifice for those he loves on the 
other. There can be no substitute for 
it. There may be improvements in its 
details—there doubtless will be—but the 
underlying principles must remain the 


same 
+ + 

This is the time for life insurance 
men to look up. The field has benefited 
by what has taken place. The strong 
man has remained and put up the fight 
of his life. The work that has been 
done to keep business on the books and 
to write new business in the face of the 
bombardment of public criticism and 
home office scandal has been magnificent. 
Men who have gone through 1905 with 
even fair success need have no fear of 
their ability to cope with the difficulties 
of ordinary years. On the other hand, 
the parlor soldiers, the camp followers 
and hangers-on have been cleaned out. 
The atmosphere was too hot for them. 
The average of life insurance field men 
is higher than it was a year ago. 

Will the men in the field rise to their 
duties and opportunities? That remains 
to be seen. Will solicitors who in the 
past have helped to bring about the dis- 
graceful conditions that have been dis- 
closed by selling insurance by means of 
misrepresentation and crooked methods 
take a higher view of their calling? 
Will the men who have done business 
squarely help build up the public con- 
fidence in legal reserve life insurance, 
or will they, like a flock of croaking 
ravens, continue to keep fresh the mem- 
ories of 1905? Will general agents use 
their endeavors to get good solicitors— 
men who are honest and upright—or 
will they continue to give contracts to 
anybody who can get the business, re- 
gardless of the means employed, as too 
many of them have done in the past? 

We must not expect too much good- 
ness. Life insurance is not going to be 
altogether holy just yet There was one 
traitor among the twelve apostles and 
there are black sheep in nearly every 
flock. Nevertheless, we may expect to 
see higher ideals govern in the business. 
President Morton says the Equitable will 
be a racer no longer. The Mutual Life 
has convinced some who are hard of 
conviction that it intends to make real 
reforms. The New York Life has cut 
out much that is objectionable. Some 
of the smaller companies will have to 
mend their ways. 

It is only those companies that have 
been absolutely on the square that can 
go on without a jar. 

+ + 


When conservative men come out in 
favor of placing a limit on the salaries 
that may be paid life insurance officials, 
requiring short-term distribution of sur- 
plus and other reforms which only a few 
months ago were regarded as radical, it 
may be seen how far the leaven has 
worked. Since Commissioner Host last 
summer got through the Wisconsin leg- 
islature his famous measure requiring 
surplus accounting at least once in five 
years, companies have flocked to -the 
annual dividend standard. It was rather 
amusing to see them get under cover 
and see how boldly they proclaimed their 
allegiance to principles they had prac- 





ticed only in part for years. 
wiser than their fellows. 
voluntarily before they were forced 
against their will. It looks as if the rest 
would have to come to it regardless of 
their preferences in the matter. 


+ + 


The “big three” have declared against 
rebating and threatened to “do things” to 
any of their agents found guilty. How 
seriously this joint ukase is to be taken 
remains to be seen. There is a familiar 
sound about it, as of something that has 
been said before. The New York Life 
has been playing on this same string for 
years, and, be it said to its credit, has 
discharged some men _ who _ rebated. 
Certain of them were fellows who could 
be spared without mvch inconvenience, 
and the idea has been abroad that when 
a really big man was kicked out the 
front door a hospitable side door swung 
open to his knock. We have not heard 
that the New York Life is to abolish 
that mother of rebates, the bonus sys- 
tem. As long as men are given bonuses 
for an application every week or so 
much business in honor of the vice- 
president, or the agency director, or the 
office boy, there will be rebating. The 
Equitable has not been so ardent on the 
subject; but, then, the Equitable has just 
been reformed and one never knows to 
what extremes of goodness a newly re- 
formed concern will go. About a year 
ago the Equitable came out strongly 
against twisting. It was related at the 
time that some of the company’s general 
agents had got loaded to the rails with 
rebated business and naturally it would 
suit them to have it become difficult to 
place it elsewhere the next year. But 
that was before the reformation. Per- 
haps Mr. Tarbell was just aching to stop 
rebating then, but Jimmie Hyde wouldn’t 
let him. Let us give him the benefit of 
the doubt. As for the Mutual, it is the 
most hardened old sinner in the bunch. 
It don’t take life insurance officials of 
long standing to tell that 80 or 90 per- 
cent brokerage will breed rebating. The 
Mutual’s new plan of lower brokerage 
commissions with bonuses is almost or 
quite as bad as the old scale as an in- 
ducement to rebating. 


+ + 


The advantage will not be so great, 
however, if the gang of rebating brokers 
and agents merely transfer their alle- 
giance to other companies. It would 
seem that there are others ready to re- 
ceive them. Some of the smaller com- 
panies have some lessons to learn yet. 
A few years ago the Provident Savings 
was about the worst rebater in the 
country—in some of its agencies. It 
got caught for some heavy claims on 
flyers and two years 2go reduced com- 
missions materially. Some other com- 
panies need to do the same. It does 
not take long for brokers to learn 
where December business can be placed 
on a 90 percent commission—85 for the 
assured and 5 for the broker—and certain 
of these newer stars in the firmament 
will have their claims to pay on men who 
insured for three dollars a thousand. 

+ + 


From Cleveland comes the story that 
during the past year of sad memory 
there has been no twisting that the pub- 
lic has heard of.. This is refreshing. 
Would that it were also true. Cleveland 
has as fine a lot of life underwriters 
as any city in America, and there are 
no doubt tong-headed general agents, 
who take a big: view, have. -used. their 


They were 
They moved 





influence to prevent the use of disclos- 
ures in New York to dissatisfy policy- 
holders and cause them to change com- 
panies. But it is almost too good to 
believe that Cleveland has not some men, 
who, in their blind belief that there is 
the only real pure, unspotted company 
among them all, have tried to bring 
others into the faith that gives them 
such joy and makes them feel so ex- 
alted. 
+ + 


St Louis and Missouri generally have 
been having their usual carnival of 
everything that is bad in life insur- 
ance. Whenever a new company, or an 
old, has some new disreputable scheme 
to spring it first tries it on Missouri. 
In Superintendent Vandiver’s numerous 
investigations into things life insurance- 
wise he should give a large amount of 
his attention to the laws, or want of 
laws, of his own commonwealth. There 
is little doubt that he is sincere in his 
desire to serve his people well—and pos- 
sibly his political ambitions also. He 
does not like many of the schemes of 
very modern life insurance, and it is said 
he will make companies agree to drop 
some of these objectionable features be- 
fore he renews their licenses this spring, 
doubtful if he can stop them for want 
of laws on the subject. 

+ + 


Life underwriters will watch with in- 
terest developments in the Ohio State 
Life, organizing at Columbus. It has 
discarded the mutuality bugaboo—mu- 
tuality is a bugahoo with many com- 
panies—and will be purely a stock com- 
pany and issue only non-participating 
policies. 

The Travelers did that for many years 
and made only fair headway, but times 
have changed; and the new Ohio com- 
pany may be taking the tide at just the 
right point. 

+ + 


It is pleasant to note that out of In- 
dianapolis has come one company that 
proposes to sell life insurance without 
any trading stamps. The Indianapolis 
Life intends to stand or fall by the 
true principles of life insurance. It will 
not have board schemes, dated-back poli- 
cies, “90 percent advance dividend” con- 
tracts, or any other baits. 


+ + 


One of the most interesting pieces of 
news published in the past couple of 
weeks was the announcement of the 
consolidation of the Pacific Mutual Life 
and the Conservative Life, with Presi- 
dent Tupper of the Conservative as the 
insurance head of the Pacific-Conserva- 
tive. These two companies have writ- 
ten somewhat similar lines of business, 
but were almost opposites in their busi- 
ness policies. Until recently the Pacific 
Mutual was the only old-line company 
west of Nebraska. It has been in busi- 
ness nearly forty years and has a good 
record, and far western people take 
pride in it.as a home institution. For 
years, however, it has not had what 
could be termed a strong administration. 
At one time it did a large industrial 
business in the west, but sold that out 
to the Metropolitan several years ago. 
Then it entered the provident or inter- 
mediate business, but within the past 
few months’ has been getting réady to 
go out of that line. About two weeks 
before the consolidation. was announced; 
the company sold its provident business 
to the Conservative. Thus it is seen 
the company has not had a settled pol- 
icy. The Conservative, on the _ other 
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hand, has most definite plans and follows 
them. Perhaps no other company has 
cleaner-cut ideas on both underwriting 
and agency management. It is the most 
famous example of a company that be- 
lieves in intensive cultivation of the 
field. The result has been its wonderful 
record of achievement in its home state. 
Colonel Tupper will take to the Pacific- 
Conservative these ideas and the men 
who have helped carry them out. The 
chances are that as rapidly as advisable 
the agency plant of the Pacific Mutual 
will be changed to the branch office 
plan, which it has used in the interme- 
diate department and which the Con- 
servative uses in all departments. A 
greater cultivation of the field now occu- 
pied rather than territorial expansion may 
be looked for. Those who have heard 
Colonel Tupper express his views will 
expect to see the company cut away 
from its old annual dividend moorings 
to a greater extent and push deferred 
dividend and non-participating business 
more vigorously. Doubtless the disabil- 
ity feature attached to life policies will 
be given more prominence. These 
changes may not be expected all at 
once, but Colonel Tupper has expressed 
his views too clearly to leave much 
doubt as to what general policy will be 
followed under | — 


The Majestic Life of Indianapolis qual- 
ified under the legal reserve law of In- 
diana a short time ago. This company 
is selling provident or monthly payment 
insurance. This company’s best pros- 
pects lie in the fact that it was started 
and is managed by old Metropolitan 
men. It may be doubted whether monthly 
payment insurance, except as conducted 
by fraternals with their social features, 
is ever going to be popular; but, if it is, 
it must be regarded as a branch of in- 
dustrial and not of ordinary insurance. 
In our opinion most of the failures so 
far have been due largely to the fact 
that ordinary companies endeavored to 
sell insurance for smaller premiums 
paid less frequently than in their ordi- 
nary departments and overlooked to 
some extent the less desirable class of 
risks, their tendency to lapse, the lax- 
ity of cheap medical selection and the 
cost of frequent collection of premiums. 
Industrial men accustomed to heavy 
loading, heavy lapse and heavy mortal- 
ity are more likely to provide for these 
things. There ought to be a place for 
provident insurance between industrial 
and ordinary, and it is to be hoped the 
Majestic Life will find it and fill it suc- 
cessfully. 

+ + 


The New York investigation has shown 
that the big life company presidents did 
not after all constitute the company. 
Louis XIV. of France was wont to say, 
“IT am the State; so the presidents of 
the giants came to feel that no power 
could dispossess them. 

One of the coveted honors of a presi- 
dency was the privilege of having the 
name of the incumbent of the office ap- 
pear wherever the name of the company 
was seen. Thus the president was al- 
ways forced into the foreground and was 
made as important as the corporation. 

For example—in all the New York 
Life offices the name of the manager or 
agency director does not appear. On 
the door or window is the name of its 
recent president. The nomenclature of 
an office door is supposed to give the 
names of the occupants who are in con- 
trol of the office. Its use is to give in- 
formation. Yet the book solicitor or 
the canvasser for the “Waif’s Maga- 
zine” who inquires at the office gate 
for Mr. , whose name he secured 
from the door, would conclude that Mr. 
McCall had numerous offices in a large 
city. 

This presidential ubiquity glorifies the 
man at the expense of the company. 
The people are very tired of it. 

Some of the smaller companies try to 
ape the giants in this respect. In some 
cases the effort to advertise a two-by- 
four president in this way is almost pa- 
thetic. No man is big enough to sup- 
plant the corporation. It will live when 
he has long been forgotten. 








MUST MAKE PROSPECT SEE 
THE QUESTION AS HE DOES 


(From Salesmanship.) 


There is a great class of hammer-and- 
tongs salesmen who try to make mere 
urging or persuasion take the place of 
conviction. Salesman Jones calls on 
Prospect Smith on Monday, interests 
him in his proposition, asks for his order 
and gets turned down. Priding himself 
upon his persistence he goes back the 
next day and uses his powers of per- 
suasion once more—demands the order 
the second time; and is once more turned 
down. As often as he returns to the 
charge he gets the same result. Such 
a salesman is using the futile methods 
that are employed by the small boy who 
vainly pleads with his father to be al- 
lowed to go to the circus: “Please let 
me go; I want to go; why don’t you 
let me go? please let me go; please let 
me go; please; please.” 





We all know the countless salesmen 
of this type—persistent, wooden-headed 
chaps who keep coming to us and de- 
manding that which they have given us 
no vital reason for yielding. And these 
unintelligent wooden-plated individuals 
imagine that they are showing a high 
class of salesmanship by their everlast- 
ing, boresome persistence. Persistence 
is a great salesman’s quality; but the 
salesman should use his persistence in 
thinking up new argumerits, in studying 
new ways of making his proposition 
convincing to a customer—not merely 
in going back to him time after time 
with the same bare demand for an order. 

Merely hammering away at a man is 
not convincing him. To convince a man 
is to make ite believe what you be- 
lieve. And to make a man_ believe 
what -you believe you must give him 
the same evidence that has brought 
about your own conviction. 

% 


Many a salesman fails to make an 
impression on the mind of the prospect. 
He has in his own mind an absolute 
belief in his product—a mental image of 
its great value, but he forgets that pic- 
ture is made up of many parts and that 
to convince the customer he must first 
photograph all those parts, that complete 
picture, upon the prospect’s mind. He 
must make the prospect see the case as 
the salesman sees it, with the same 
high lights, the same perspective, the 
same grouping of ideas. The prospect’s 
mind is a blank so far as the advantages 
of the purchase are concerned. The 
salesman must ap ogee upon it the 
same picture of those advantages that 
he sees. He may be able to draw this 
picture with a few quick master strokes, 
a few bold and striking sweeps, as a 
Gibson secures his striking results in 
black and white; or he may be a sales- 
man of another type who paints his pic- 
ture—builds up the conception in the 
prospect’s mind— bit by bit, with careful 
touches here and there until the whole 
is completed. But in either case he 
can’t get the order until he has made 
this transference of the idea to the pros- 
pect’s mind. . 


Take the case of the life insurance 
salesman, for instance. In no variety 
of selling are there such extremes of 
good and bad work as in the work of 
the life insurance agent. Some life in- 
surance men are- mere deadly bores who 
follow like bloodhounds upon a man’s 
trail, ceaselessly baying: “Take some 


insurance! Take some insurance! Do 
take some insurance! You need some 
insurance! I want you to take some 


insurance: Take some insurance!” This 
agent’s mind is filled with a complete 
conception of the advantages of insur- 
ance, a splendid picture, but he forgets 
that the prospect’s mind is a blank on 
that subject. He might just as well go 
out at night and bay at the moon as 
attempt to land a prospect by mere in- 
sistence. 

A good life insurance salesman goes 





to work as skilfully as any artist to 
paint the right conception of insurance 
upon the prospect’s mind. Skilfully he 
sketches in the outlines by making the 
prospect realize his responsibility to his 
family, the needs that will press upon 
the wife and children when his protec- 
tion is removed, the security that will 
be theirs if he provides properly for 
them Stroke after stroke the agent 
paints in the picture, meanwhile hold- 
ing the prospect’s attention and inter- 
est while he gets in his work. He uses 
a brush full of color to paint in the 
different shades and phases of the value 
of a life insurance policy. He darws 
in vivid red lines one by one the advan- 
tages that the policies of his own com- 
pany offer; he fills in all the outlines of 
his sketch, builds up the picture part 
by part, blends it into a single forceful 
unit of harmony, of conviction, until 
the prospect’s mind is filled with the 
same images that his own contains; un- 
til the prospect has the same view of 
insurance that the agent himself takes, 
and when the picture is completed, when 
the agent has transferred his own con- 
ception to the mind of the prospect, the 
order comes as naturally as light fol- 
lows the rising of the sun. This is 
what is meant by reaching a man’s con- 
victions. 


EXHIBIT OF THE WESTERN 
LEGAL RESERVE COMPANIES 


The exhibit of western legal reserve 
life insurance companies by states, pre- 
sented herewith, will be of interest as 
an indication of what may be expected 
as to the development of “local” insti- 
tutions throughout the country. 

A glance at the showing of the vari- 
ous sections is not altogether an en- 
couraging one. It is seen that there is 
a great number of young and small 
companies in the west, but there are 
comparatively few which have as yet ac- 
quired sufficient prestige to be considered 
standard policyholders’ companies. Many 
of them doubtless contain the germ of 
worthy institutions destined to add luster 
to the fair name of life insurance; others 
will also bring discredit to the business 
ae to the communities from which they 
ail. 

It cannot be denied that there is a 
certain tendency to instability in some 
sections of the west, which places them 
at a disadvantage as a home for life 
companies in comparison with communi- 
ties of better established character and 
ideals. Environment is perhaps the 
greatest single factor to be taken into 
account in determining the desirability 
of a company in which to insure. That 
the west is capable of furnishing an en- 
vironment as good as the best, is evi- 
denced by such prominent examples as 
the Northwestern, Union Central, Equit- 
able of Iowa, Western & Southern, and 
others less conspicuous. There is no 
good reason why the west should not 
develop companies enjoying the good 
name for liberality, just dealing and 
broad consideration of policyholders’ 
rights, which has made the New Eng- 
land companies, as a class, a source of 
sectional pride. What is needed in the 
west is the elimination of the spirit of 
fakery, to put it broadly. The man- 
agers of the local companies should see 
that their boards of directors are men 
who are representative of the best in 
their community, and who believe in the 
conduct of life insurance companies 
along the highest principles. Only in 
this way can western companies  se- 
cure the full confidence of the people, 
which is so essential to their welfare. 

Natural Divisions of The West. 

For convenience, the exhibit is made 
according to the natural divisions rather 
than by states. A company has a nat- 
ural field beyond its home state, even 
though it may be a so-called “local” 
company as compared with those which 
are distinctly national. The “natural 
fields’ of the west may be designated 
about as follows: 

1. Ohio, Indiana, Tlinois. Wisconsin 








and Mich , to which might be added 
West Virginia, Kentucky and Tennessee. 

2. Missouri, Iowa, Minnesota, North 
and South ota, sas, ebraska, 
Arkansas, Oklahoma and Indian Territory. 

3. Colorado, Utah, Wyoming, Montana, 
Idaho, Nevada, New Mexico and Arizona. 

4. California, Washington and Oregon. 

The exhibit for these various sections 
as to local companies is as follows: 

First Middie Western Group. 
OHIO.—Union Central Life, Cincinnati. 
Western & Southern Life, Cincinnati. 
Columbia Life, Cincinnati. 

Midland Mutual Life, Columbus. (Or- 
ganization about completed.) 

Ohio State Life, Columbus. (In process 
of organization.) 

WEST VIRGIANA.—No local legal re- 
serve companies. 

INDIANA.—American Central Life, In- 
dianapolis. 

Central Union Life, Indianapolis. 
Indianapoils Life, Indianapolis. 
Intermediate Life, Evansville. 
Inter-State Life, Indianapolis. 
LaFayette Life, LaFayette. 

Liberal Life, Anderson. 

Lincoln National Life, Ft. Wayne. 

Majestic Life, Indianapolis. 

Meridan Life & Trust, Indianapolis. 

Reliable Life, Indianapolis. 

Reserve Loan Life, Indianapolis. 

State Life, Indianapolis. 

These companies are all under the re- 
serve deposit law of 1899, by which a de- 
posit of $25,000 and the legal reserve of 
all policies is deposited with the state. 

ILLINOIS.—Chicago Life, Chicago. 

Federal Life, Ch 


h _ 

National Life, U. S. A., Chicago. 

American Mutual Life, Chicago. 
process of organization.) 

United States Life & Annuity, Chicago. 
(In process of organization.) 

WISCONSIN. — Northwestern Mutual 
Life, Milwaukee. 

Wisconsin Life, Madison. 


‘ aa aaaaaanee Mutual Life, De- 
roit. 


KENTUCKY.—Citizens Life, Louisville. 
Commonwealth, Louisville. 
TENNESSEE. — Volunteer 
Chattanooga. 
Great Central Western Field. 
oS. ~ ater amaaes State Life, 


uis. 

Kansas City Life, Kansas City. 
German Mutual, St. Louis. 
IOWA.—American Life, Des Moines. 
Central Life, Des Moines. 

Des Moines Life, Des Monies. 
Equitable Life, Des Moines. 

Guaranty Mutual Life, Davenport. 
Register Life & Annuity, Davenport. 
Royal Union Mutual Life, Des Moines. 


MINNESOTA.—Minnesota Mutual Life, 
St. Paul. 


Northwestern National Life, Minneap- 
olis. (Under stipulated premium law.) 

NORTH DAKOTA.—No local legal re- 
serve companies. 

SOUTH  DAKOTA.—Western Mutual 
Life, Aberdeen. 

KANSAS.—No local legal reserve com- 
panies. 

NEBRASKA. — Modern Mutual Life, 
Hastings. 

Nebraska Mutual Life, Stromsburg. 

Bankers Reserve Life, Omaha. 

Security Mutual Life, Lincoln. 

Bankers Life, Lincoln. 

ARKANSAS.—No local life companies. 

OKLAHOMA.—American Mutual Life, 
Oklahoma City. 

Rocky Mountain States. 
COLORADO.—Colorado National Life, 


nver. 
Capitol Life, Denver. 


UTAH.—Continental Life Insurance and 
Investment, Salt Lake City. 
Beneficial Life, Salt Lake City. 





(In 


State Life, 


St. 


WYOMING.—No local legal reserve 
companies. 
MONTANA.—No local legal reserve 
companies. 


IDAHO.—No local legal reserve com- 
panies. 

Nevada.—No local legal reserve com- 
panies. 


NEW MEXICO.—No local legal reserve 
companies. 


ARIZONA.—No local legal reserve com- 
panies. 


Pacific Slope Companies. 


CALIFORNIA. — Pacific - Conservative 
Life, San Francisco. 


WASHINGTON.—Guardian Life, Seattle. 


OREGON.—Oregon Life, Portland. (In 
process of organization.) 


SPECIFIC NUMBER OF CALLS 

Some of the agency men in the field be- 
lieve it is a good practice for a solicitor 
to adopt a system of calling religiously 
on a certain number of men a day. 
minimum of four or five a dav should be 
made. This makes from twenty-four to 
thirty calls a week. It is stated that 
where this system has been followed, it 
has brought excellent results. It develops 
the faculty of persistency. Agents would 
do well to follow it for a month or sq to 
try it. F 
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NEEDS OF LIFE INSURANCE 
PRESENTED BY A FIELD MAN 


(By J. N. Shockney, Chicago, Superintend- 
ent of Agents United States Life.) 








In view of the continued agitation of 
the subject of life insurance during the 
last several months, together with the 
present torrent of proposed legislation, 
both state and national, it seems time 
that those interested in the matter, not 
only in the business of legislation, but 
more espécially those who have con- 
tributed to the accumulation of assets of 
the companies, the insured, should look 
the question squarely in the face. 
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From the distorted press reports and 
cartoons, a “messenger from Mars” 
might conclude that life insurance is a 
monster beast which roams about in the 
small hours of night, spreading destruc- 
tion, and that capture and destruction of 
the monster were the ends sought; or, it 
might be imagined a pestilence sweeping 
the land, and from which the people were 
seeking immunity, or a means of escape. 

“ 


Men who know practically nothing 
about the business have written fluently, 
and yet in every instance have branded 
their statements as those of an igno- 
ramus, so far as insurance is concerned. 
Some of the terms used by these versatile 
correspondents have been as absurd and 
as void of sense as if they’ had written 
of “white lamp black,” a “square circle,” 
or a “horizontal perpendicular.” 


Just now almost every member of Con- 
gress or state legislatures is bubbling over 
with the desire to become an “insurance 
Moses,” and to lead the poor, deluded 

olicyholders out of the wilderness. 
eampene seems to know, or to think he 
knows, just what is needed. 

‘Some sage remarked: “A little knowl- 
edge is a dangerous thing,” and his re- 
mark has been verified over and over 
since the days of its utterance. It is be- 
ing emphasized now. 

~ 


Returning to the subject; since the 
principles of life insurance have been 
demonstrated to be correct, and since 
its usefulness has grown to be a neces- 
sity, and since the rates charged have 
proven more than sufficient, and since 
the companies have returned the excess 
of cost, over the amounts needed, or hold 
such excess for the benefit of those who 
have paid it, and will return it in accord- 
ance with an agreement with each policy- 
holder, there can be no complaint along 
that line. However, we hear a “loud 
voice” (not from the wilderness) de- 
manding almost every conceivable thing, 
among which is the lowering of rates 
charged. To this demand we answer, 
safety is the first consideration. With- 
out safety, there is nothing. A sufficient 
tate is the first element of safety. If 
any overcharge is returned when it is 
known to be an overcharge, then the cost 
will have been adjusted to actual needs. 


° 


The insurer may pay a flat rate, that is, 
he may pay a lower rate than the regular, 
with the understanding that the terms of 
his policy will be sacredly fulfilled on 
the part of the company, for a fixed 
price, any profit on the contract to re- 
main the property of the company. Un- 
der such a contract, the insured is inter- 
ested only in the payment to himself, or 
his family, of the sum at the time agreed. 

If anyone buys an article knowing its 
value, for an agreed price and under 
agreed conditions, when the conditions 
have been complied with, within the 
price agreed to be paid, all parties should 
be satisfied. 


It occurs to me that inasmuch as every 
man of sound mind and lawful age, not 
under sentence for crime, is granted the 
right to act as his own “free moral 
agent” not only in “pursuit of happiness” 
but even in the purchase of life insur- 





ance, that the state or nation will have 
performed its full duty to each and every 
citizen when it has not only granted to 
him the foregoing privilege, but has lim- 
ited such freedom to the line where it 
would hinder others from enjoying the 
same privilege; declaring the “rights of 
each to end where those of another be- 
gins.” ° 


If it is right for one man to buy a 
thing it must be right for another to sell 
it. If the article is one which may be 
bought of another without inconvenience 
to the purchaser, or one which he is not 
obliged to buy, the purchaser has the 
same opportunity to name terms as the 
seller. He has an opportunity to name 
the price and conditions, as well as the 
seller. Under such conditions, no sale 
or purchase can be made except under an 
agreement between the parties. 
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When an insurance company sells a 
policy of insurance it must perform the 
contract unless the insured fails to per- 
form his part, but if the insured, who is 
also a party to the contract, concludes to 
repudiate his contract the company has 
no remedy, except such conditions of 
forfeiture as may have been made a part 
of the policy. Therefore the legislative 
bodies will have fulfilled their mission 
when it is possible for the purchaser to 
know the responsibility of the companies. 

We have statutes defining and provid- 
ing, penalties for fraud, embezzlement, 





ments, and, second, by the committees on 
ways and means in the different legis- 
latures, who rely on the taxes on insur- 
ance companies to enable them to. make 
appropriations where they will do them- 
selves the most good, without an in- 
creased tax levy, and the insured, who 
also pay taxes on the money before it has 
been paid to the companies, seem to be 
unable to realize that they personally are 
being doubly taxed. 

The only additional need is a standard 
policy from which should be eliminated 
all deceptive schemes. More than the 
foregoing is unnecessary, less will not 
give the desired protection. 


LIFE INSURANCE PRESIDENT 
SHOULD KNOW THE BUSINESS 


The following excellent article from 
the pen of Prof. James W. Glover, head 
of the insurance department of the Uni- 
versity of Michigan, appeared as a let- 
ter in the Detroit Free Press a short 
time ago, while the discussion as to the 
successor of President McCurdy in the 
Mutual Life was going on: 

“In the interest of the policyholders 
and the cause of good insurance it may 
not be amiss at this time to make 
some brief but emphatic suggestions 
concerning the actions of the trustees 
and directors of some of our insur- 
ance companiees in the selection of the 
officers who are to guide the affairs of 








The Life Agent--1905-1906 


The sad and melancholy days are gone, 
The days of Nineteen-five. 

Those in the field have little done 
To fatten or to thrive. 


Full many a hope’s been crushed to earth, 
Like castles in the air. 

The Yule-tide lacked its wonted mirth— 
To complain we didn’t dare. 


The investigation runs its course. 
New things come up each day. 
Newpapers fain would make it worse— 
Make circulation pay. 


The public’s stuffed with evil things, 
There’s nothing said of 

They tell not of the angel’s win 
That bring the orphan’s food. 


The good that’s bound to come of it, 
No wise man will deny. 

The people will have some of it 
No matter where they buy. 


Its been a good thin 
In spite of so-called graft. 

The wealth the companies have amassed 
Will meet the claimant’s draft. 


in the past 


With reforms that have been put in force 
And changes taking place, 
The New Year’s bound to create, of 


course, 
The spirit of a race. 


The world’s estate will be increased 


The leader of a country fails— 
The nation does not quake. 

The strength of company still prevails 
With blessings in its wake. 


It is far beyond one man’s control— 
This powerful insurance. 

It stands the buffets part and whole— 
Its built for great endurance, 


Let’s show the people after all 
There’s really nothing like it. 

We have a policy for every call.- 
The iron’s hot—let’s strike it. 


THOMAS G. BOGGS. 


Milwaukee, Jan. 1, 1906. 





malfeasance and misfeasance, false pre- 
tense, fraudulent use of the mails, gam- 
bling, conspiracy, etc., so that anyone, 
insurance official or other person, may 
be prosecuted for dishonesty in any of 
the forms enumerated. 

Legislatures have enacted laws in each 
of the states providing for the regulation 
of insurance companies under the guise 
of needed supervision, and, incidentally, 
for the purpose of defraying the expenses 
incident to such supervision have levied 
taxes on the insurance companies, the 
amounts, in round numbers to $15,000,000 
total of which in the different states 
per annum, while the total cost of main- 
taining the forty-two separate insurance 
departments is about $2,250,000 per an- 
num, most of which might as well have 
been donated to campaign funds, for the 
reason that no supervision worthy the 
name has been given. 


& 


It would seem a logical conclusion that 
one insurance department whicli would 
be not only empowered but eauipped, and 
whose duty would require it to investigate 
fully, and annually, the transactions of 
each company would not only save the 
insured who pay all expenses and taxes, 
as well as all other burdens, more than 
a million dollars per month, but give 
them the desired protection. 

% 

Of course, federal supervision may be 

unconstitutional, but whether it is or not, 


it will be opposed, first, by concerns 
which could not comply with its require- 
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their respective institutions. I am con- 
vinced that in the choice of a presi- 
dent, in addition to executive or man- 
agerial ability, two requirements, each 
of prime importance, should be kept in 
mind. These are, first, that he be 
thoroughly versed, in theory and in 
practice, in the broad fundamental prin- 
ciples underlying the science of life in- 
surance—in other words, that he be an 
actuary in the larger sense of that 
term; second, that he be equally fitted 
by theory and practice to deal intelli- 
gently with the problems arising in the 
world of finance. I purposely place 
this requirement last, for, unfortunately, 
in the minds of many it seems to be 
the single desideration. 


& 


“The reasons for the above require- 
ment are not far to seek. Business 
concerns look for their managers and 
executive heads among those who 
through years of apprenticeship have 
made themselves familiar with the vari- 
ous phases, technical and otherwise, 
of the business under consideration. 
I think it would be unwise to deviate 
from this rule in so technical and com- 
plicated a profession as that of life in- 
surance. Years of study and practice 
are required to become familiar with 
the principles of insurance and to keep 
pace with the rapid evolution and 
growth in the application of these prin- 
ciples to our social and economic needs; 
it is absurd to suppose that this function 
can be exercised with maximum effi- 


} ciency by one whose previous training 
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has been that of the banker or railroad 
man, no matter how proficient or suc- 
cessful he may have been in his own 
line of work. 


“The insurance executive should know 
enough about the technicalities of in- 
surance to pass intelligently on the 
larger problems presented by his com- 
pany without depending absolutely or 
to any considerable extent on the advice 
of subordinate officers. He should not, 
like Mr. McCurdy, be obliged to leave 
everything to his actuary. He should 
be enough of an actuary himself to 


know whether the mortality table 
adopted by his company is _ proper, 
whether the interest assumptions are 


safe, whether the dividends are being 
accumulated and distributed according 
to sound actuarial principles, whether 
the premiums are on a proper basis 
and loaned according to the principles 
of equity, whether the securities of the 
company are properly valued in its 
assets from year to year. 


“He should be able to sugeest policy 
forms to meet the conditions of healthy 
competition, to pass on broad ques- 
tions of agency management, to dis- 
tinguish between wise and foolish in- 
surance economy, all matters requiring 
years of insurance experience. This is 
what he is paid for and no company 
can afford to have at its head a man 
whose attainmens are not professional, 
in an insurance sense, to this extent at 
least. The president of an insurance 
company should be as well fitted to lay 
down the broad principles to be fol- 
lowed in his actuarial as any other de- 
partment—indeed, this consideration is 
especially important, for on the wise 
guidance of the affairs of this depart- 
ment a the stability of the com- 
pany. e financial operations are, or 
should be, of so conservatively re- 
stricted a character as to require the 
cautious, prudent judgment of the man 
farthest removed from the sphere and 
influences of the speculative field. 

> 


“In the recent attempts to select a 
president of the Mutual Life we have 
heard, among others, the names of 
Claflin, Eckels, Truesdale, Forgan, Fish, 
Grout, Peabody, put forward as possi- 
ble candidates; to my mind they are all 
impossible candidates if the best inter- 
ests of insurance and the policyholders 
are consulted. Not one of these gentle- 
men, gifted though he may be in his 
particular profession, is fitted by ex- 
perience, practice or theeory for the 
complex duties of this office. 

“ 


“Where, then, shall the proper can- 
didate be found? Most naturally among 
insurance men with practical experience. 
It would not be difficult to find men of 
undoubted integrity and the highest 
ability now active in this field of work 
willing to serve in the executive ca- 
pacity for a fraction of the compensation 
now accorded some incumbents of this 
position. 6 


“In conclusion, I have made my point 
if I have made it clear that the head 
of an insurance company should be 
sought for in the insurance profession, 
and that he be theoretically and prac- 
tically equipped in the technical prin- 
ciples of insurance as well as the gen- 
eral practice of finance. Public faith 
in the principles of insurance has not 
been’ disturbed in the least, and great 
names are not needed to restore con- 
fidence; we have had enough of dum- 
mies and figureheads, and the quickest 
way to inaugurate the expected reforms 
is to place men of integrity and real 
efficiency in command.” 


People like to do business with a 
successful man, and they know a man 
cannot be very successful unless he 
keeps busy—J. H. Blagge. 


Many men do good work when they 
have somebody to drive them; a few, on 
their own initiative. To which class do 
you belong? 
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SOME OF THE ADVANTAGES OF 
THE AUTOMATIC LOAN PLAN 


The automatic loan feature as a non- 
forfeiture provision seems likely to grow 
in popularity. As yet only a few Ameri- 
can companies have adopted it, but the 
number will doubtless increase as the ad- 
vantages of this plan become more evi- 
dent. 

The reserve on a policy belongs to the 
assured, as representing the money he has 
paid in his early years in excess of the 
amount required to insure him from year 
to year so that in the future the company 
may be able to continue to insure him 
from year to year at the original rate, 
while in fact that rate no longer fully 
covers the risk assumed; in other words, 
the reserve represents a bank account 
built up in early years to be drawn 
against in later years. 

Companies generally recognize that it 
belongs to the assured, in that most of 
them permit him to withdraw it in cash, 
less a small surrender charge for the 
harm he does the company in quitting, 
while others give him its value in paid- 
up or extended insurance in the event 
of his lapsing. 





The essence of life insurance is protec- 
tion. The chief aim of companies is to 
induce a man to protect his dependents 
and, having begun to do so, not to with- 
draw that protection. Thus the Connecti- 
cut Mutual has the most excellent plan, 
when the assured has not withdrawn his 
dividends at the time they were appor- 
tioned, of using them, in case of his 
lapsing, to pay premiums as long as they 
last, the idea being to keep up the full 
protection for life as long as possible. 

When a policyholder lapses most com- 
panies grant him the option of surrender- 
ing his policy for cash or for a paid-up 
policy or of securing a loan on applica- 
tion. In case he does none of these, the 
company uses his reserve as a single 
premium for the purchase of a term policy 
of the same amount as the original policy, 
to run as long as the single premium 
will pay for. This granting of automatic 
extended insurance has the advantage of 
keeping up the full amount. of protection 
for a time, but only for a time. When 
the term policy expires the protection 
ceases altogether. 


Other companies grant loans, cash 
values or extended insurance on applica- 
tion but, in case none is anovlied for, 
grant paid-up insurance without action on 
the part of the assured. Thus a certain 
amount of protection is provided for the 
full period of his life, but the amount is 
limited by the amount of the reserve. 

The disadvantage both of extended in- 
surance and paid-up insurance is that 
when the original nolicy has been changed 
to either of these by the company, there 
is no means of getting it restored to its 
original condition except by re-examina- 
tion. Suppose a man lets his policy lapse, 
through oversight, long absence from 
home or want of money, and after it has 
been changed to paid-up or extended in- 
surance he is stricken with paralysis. He 
may outlive the extension period, in 
which event his family will get nothing 
at his death. If his policy becomes paid- 
up the amount his family will receive will 
probably be relatively small. Yet he can- 
not pass an examination and vet his policy 
restored, as he has become uninsurable. 
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Under the automatic loan plan, such 
as the Canada Life, Illinois Life, Provi- 
dent Savings, Bankers of New York and 
probably some others have, if a man 
allows his policy to lapse after two or 
three years, as the rule may be, the com- 
pany, without his consent, borrows enough 
from his reserve to pay a premium and 
charges interest on the loan. This is 
done, of course, only in case he does not 


.apply for his cash value or for extended 


or paid-up insurance. The policy remains 
in force, the reserve increases and the 
dividends are allotted just the same as if 
the assured had secured a loan on appli- 
cation. The assured may pay up this loan 





any time he sees fit or he may let it 
stand and pay the interest or he may let 
the interest be added to the loan. In 
case of his death the amount of the loan 
and interest on it will be taken from the 
claim. e 


The next year the assured may be in 
condition to pay his premium. The fol- 
lowing year he may not, and then the 
company automatically will make another 
loan from the reserve and pay it. If the 
assured persistently neglects to pay his 
premiums, loans will be made until the 
reserve is exhausted and the policy ex- 
pires. This would amount to very much 
the same thing as automatic extended in- 
surance. It probably would not keep the 
policy in force quite so long as extended 
insurance on account of the amounts used 
as interest on loans, but in the case of 
companies paying good dividends the dif- 
ference would not be great. Under this 
plan, however, the assured, at any time 
the policy is in force, may begin to pay 
his premiums again or may pay up the 
loans and have his policy restored to the 
full value. ° 


There are two somewhat serious objec- 
tions to automatic loans. Perhaps the 
stronger is that the plan relieves the 
assured of the necessity of paying prem- 
iums promptly. It may act like a more 





PLAN OF ARGUMENT TO BE 
USED FOR A MAN OF FIFTY 


John H. Nolan of Chicago, the vet- 
eran agent of the Travelers, contributes 
to the company’s bulletin an article “In- 
surance for Men Aged Fifty,” which can 
be adapted to the figures of other com- 
panies. 

“I am going to furnish you with an 
argument or two and put a piano finish 
on your knowledge of what we can do, 
even for a man fifty years old, with the 
Traveler’s guaranteed accumulative divi- 
dend policy; illustrating a particular age 
because I am going for three different 
men of that age myself, two of whom 
are in the Royal Acanum and the other 
is carrying a renewable term policy. 
Try the illustration yourself on other 
ages and other plans and so_ increase 
your assets, which will provide you a 
readiness to prove that the adverse 
ideas your man has in no way apply to 
your company, your plan or its cost, or 
yourself. From resources spring out 
true courage and enthusiasm. 

“Age 56; plan, ordinary life; premium 
$63.68 per 1,000. Get out your manual 
and go over this with me, and ‘see for 
yourself whether I am drawing on my 
imagination for my facts, or whether 








Four Good New 


Year's Resolutions 


It is proper to ponder at this season upon ways of bettering the standing of 
the business and means of uplifting the principles in public regard. Agents can do 
much by their attitude and action to mollify any feelings of discontent that may 


prevail. 


Such efforts cannot be expected to produce immediate results, but when 


properly exerted will have an influence sure to be of ultimate general benefit. 
Some of the methods by which these good things can be gradually brought about 
may be expressed by a series of resolutions touching upon special features with no 


pretension of covering the field of endeavor as thoroughly as might be done. 


thoughts in mind follow: 


The 


Resolved, Never to misrepresent a policy, to describe it thoroughly and carefully 
to a prospect at the outset and to correct any misconception that may exist in the 
understanding of a policyholder at any time afterwards. 

Resolved, To be square and prompt in every business transaction with a policy- 
holder, whether or not money be involved; to cultivate feelings of friendship and 


good-will, not of antagonism. 


Resolved, To be moderate but firm in discussing the merits of life insurance; 
to make no promises not contained in the contract; to be careful not to exaggerate 
the possibilities under a policy; to rigidly defend the reliability and accuracy of 


insurance principles. 


Resolved, Never to undertake to give information offhand to an old policyholder 
unless absolutely sure of all facts that would have a bearing; to be certain to 
familiarize yourself carefully with the features of an old policy, first writing to the 
home office, if necessary, before pretending to say what may be the provisions 
of a contract issued many years ago before your work as agent started. Old policies 


differ materially in conditions and features. 


Misstatements are easily made. Errors 


are better avoided than corrected—Union Mutual Bulletin. 





aggravated form of days of grace. One 
of the strongest arguments in favor of 
life insurance is that it compels sys- 
tematic saving, and the automatic loan 
feature practically kills this argument. 
The other serious disadvantage is that it 
gives an opening for selection against the 
company. A man may have been insured 
several years and then decided to drop 
his policy. In the course of a few years 
more he contracts a slow disease, like 
tuberculosis, for instance, which he is 
quite sure will result in his death within 
a few years. He will then hasten to pay 
premiums on his policy regardless of the 
sacrifice it may cost him. Another man 
who remains healthy will let his policy 
alone til] the premium loans and interest 
eat up the reserve. How serious this 
might prove to a company experience 
alone could tell. 

Notwithstanding the disadvantages, 
however, the advantages to the assured 
of this plan over automatic extended or 
paid-up insurance are such that it is al- 
most certain to be more widely adopted. 


Don’t try to be “smooth.” Frankness, 
honesty and sincerity in soliciting are 
the three elements to use. Familiarize 
yourself with your work. Don’t cover 
up or prevaricate. Represent a company 
you believe in from top to bottom. Re- 
sorting to artifices and deceitful prac- 
tices causes a salesman to lose his self- 
respect. His methods will soon be dis- 
covered. 











the figures sustain me, and will sus- 
tain you. 

“Insurance is supposed to cost ma- 
ture men more than it costs young men 
—so much more that they cannot afford, 
they say, to apply for it. But does it? 
Do you know what the comparative cost 
is? If not, why not? Have men of 
mature age the same chances to live for 
a number of years that young men have, 
or for as long a time as they, when 
they were young, had? Have you these 
and similar ideas on tap, so that they 
will flow readily when called for, like 
beer out of a faucet, foaming? 

“A man aged 56 would pay $1,273.60 
in premiums in 20 years, wouldn’t he? 
His cash dividend, absolutely guaranteed 
in the policy, if he wanted to draw it 
out, would be $618, wouldn’t it? And 
that would be nearly 50 percent of the 
premiums paid, wouldn’t it? He could 
stop paying premiums, if he wanted to, 
and take a paid-up for $1,414, couldn’t 
he? And that would be about 42 percent 
more insurance than he originally ap- 
plied for, wouldn’t it? And a 20-pay- 
ment life policy, at ordinary life rates, 
would be a good thing for a man to 
have in the house, particularly when in- 
creased to about 42 percent over the 
amount applied for, and paid for, 
wouldn’t it? But if, as a still older 
man, he didn’t want insurance, had no 
one dependent upon him, and wanted 
money, himself, as all old men do, he 
could surrender his policy for $1,179 in 
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“sg for each $1,000 insured for, couldn’t 
e 

“And the fact that he would have 
paid in $1,273.60 has nothing at all to 
do with proving that insurance is a 
good thing for a man to take, whatever - 
his age is, who has no lease of life and 
no guarantee of prosperity. Bear that 
in mind. The difference between what 
he pays in and draws out merely rep- 
resents the very low cost at which he 
has had the insurance, namely, $94.60 
for a period of 20 years, or $4.73 per 
year.” 


ADVANCE DIVIDEND POLICY 
ISSUED BY ILLINOIS LIFE 


Some of the companies have come in 
contact with the “Anticipated Accumu- 
lation” Policy of the Illinois Life. It 
has been used in Missouri and is being 
introduced in Cincinnati, and perhaps 
other points. 

The policy is offered for the first 
year and every fifth year thereafter at 
10 percent of the regular rate, on the 
theory that the dividends for the suc- 
ceeding five years will be 18 percent 
each year, or go percent for the period. 
The dividends are thus paid in advance 
instead of being paid at the end of the 
period. The main objection offered by 
other companies is that the dividend is 
virtually a rebate unless the policy is 
continued beyond the first year. The 
company, however, declares it is a legiti- 
mate proposition, as is any advance divi- 
dend contract. 

The following are the main features 
of the contract: 

ApvANcE Divipenps.—At intervals of 
five years, computed from the date of 
issue to the sixteenth anniversary of 
said date, the company will, on the sole 
security of this policy, make an advance 
dividend hereon to the insured of 90 
percent of the first, eleventh and six- 
teenth annual premiums as they become 
due, respectively; such dividends so ad- 
vanced, with simple interest thereon at 
6 percent per annum, to be deducted 
from any amount becoming due hereon. 

This agreement is made in considera- 
tion of the written and printed applica- 
tion therefor, which is hereby made a 
part hereof, and of the payment, receipt 
of which is hereby acknowledged, of 
a alia aii dollars, less the advance divi- 
dend (said payments comprising the ad- 
vance reserve hereon set apart to the 
credit of this policy and the term pre- 
mium for insurance terminating on tue 
ised daa GOP OF ocvcccc cece 290.2), O08 
in further consideration of the renewal 
of this policy for the whole life period 
from above date by the payment of 
dollars, on the day of 
» 190..., and the payment of a 
like sum on the day of each 
thereafter, during the continu- 
ance of this policy. 

In witness whereof, the Illinois Life 
Insurance Company has caused this 
agreement to be signed by its president 
and secretary, and countersigned by its 
recorder or assistant recorder, this day 
eee re , one thousand nine hundred 





see ee eee 


ATWA SEEKING LAPSED POLICYHOLDERS 


One of the companies that seeks to 
ascertain policyholders or beneficiaries 
who have amounts due them on paid-up 
endowment policies is the AEtna Life. 
In every issue of its company paper is 
published a list of the assured and the 
amounts due them. The number of the 
policy is given, the residence when 
insured and the date when the policy 
became due. All the A&tna’s life policies 
become endowments at: age 80 or 85. 
It often happens that when a man lapses 
his policy he thinks nothing is coming 
to him and does not trouble himself to 
investigate. The A&tna places these poli- 
cies on a paid-up basis and when they 
mature as endowments it seeks to find 
those who are entitled to receive their 
claims. 
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Questions and Answers 








Question—Can you give the Mutual 
Benefit Life’s loan certificate? 

ANsweER—This is to certify that the 
undersigned, the sole owner of policy 
ae , issued by the Mutual Benefit 
Life Insurance Company, of Newark, 


ee ee = eee 
a fe ee Bee eo for the 
sum of $...... , ha.. this day borrowed 


of said company on said policy, the 
sum of ........ dollars, which loan and 
indebtedness shall draw interest at the 
rate of 6 percent per annum from the 
date hereof, such interest to be payable 
on the day of next, 
annually thereafter. 

It is understood and agreed that if 
the interest shall not be paid when due, 
it shall be added to the principal of 
fhe loan, and if owing to the non- 
payment of interest the principal : of 
the loan shall ever equal or exceed the 
then cash surrender value of the policy, 
the policy shall thereupon become null, 
void, and be surrendered to the company 
in consideration of the cancellation of 
the loan, and that in case of default 
in any premium payment, the loan shall 
not be subject to any credit for the 
dividend which may have been provi- 
sionally declared conditioned upon the 
continuance of the policv. 


eeeeeeee 


In witness  whereof,........ have 
hereunto set ........ hand and seal the 
exereen day of ........, nineteen hun- 
cS 


Signed and delivered 
in presence of 


Question.—Can you give me some in- 
formation concerning the Knights of 
Honor and its increase in rates? 

ANSWER.—The Knights of Honor be- 
gan business in 1873. Its recent in- 
crease in rates related to members be- 
tween 61 and 70. This fraternal has 
changed its rates four times since it 
started. During the five years begin- 
ning with 1901 it paid out $1,915,471 
more on members over 60 than it re- 
ceived. The new monthly step rates are: 





-14.00 
15. 7.50 
plan contemplates an increase 


This 
every two years until the age of 70 


years is reached, when the rate will 
remain level at $15 per month upon a 
$2,000 certificate, and $7.50 upon a 
$1,000 certificate. The old rate was $8 
upon $2,000 and $4 upon $1,000, which 
was to remain level at age 

Members have the privilege of de- 
creasing the amount of their certificates 
and also of paying the old rates for a 
period of ten years, during which time 
the amount of the benefit will be re- 
duced 10 percent; thus, at the end of 
the ten-year period the certificate would 

worth only half of the original 
amount. 

A level-rate plan was also adopted, 
the rates ranging from 90 cents per 
month upon $1,000 at ages 18 and 109, 
to $7.05 per month upon $1,000 at age 
70. Members over 60 years of age de- 
siring to transfer to the level-rate plan 
from the step-rate plan must pass a sat- 
isfactory medical examination and sur- 
render their old certificates and receive 
in lieu thereof certificates in one-half the 
original amounts. 


“Every man is eloquent about that 
which he thoroughly understands and 
believes.” 


Practice is a more intricate and des- 
perate business than the toughest theoriz- 
ing; life is an affair of cavalry, where 
rapid judgment and prompt action are 
alone possible and right—Robert Louis 

tevenson, 


World provides for 





MODERN WOODMEN DISCUSS 
THE WOODMEN OF THE WORLD 


The Modern Woodmen of America in 
criticising the Woodmen of the World 
presents some points from the point of 
view of a fraternal looking at another in 
the same line that are significant. The 
Modern Woodmen says: 

“In order to place in the hands of the 
neighbors indisputable facts going to 
prove the unwisdom, to say. the least, of 
the policy inaugurated by the Woodmen 
of the World, we submit herewith an 
analysis of the plans of that society, and 
its mortality experience, as shown in vari- 
ous official reports. A careful study of 
the facts contained in this analysis will 
give deputies, clerks of camp, and other 
members all the information they desire, 
in order that they may fully and truth- 
fully meet the Woodmen of the. World 
representatives more than half way. 

“The plan of the Woodmen of the 
the collection of 
twelve assessments a year, and a portion 
of the surplus goes to an emergency fund. 
It is not a reserve fund—will not, indeed, 
stand test as evidence of solvency. Spe- 
cial features are a $100 monument for the 
grave of every deceased member, and an 
annuity of 10 percent of face of certificate 
from age 70, if the member is totally dis- 
abled. The expense of management is 
provided for by the use of 12 percent of 
all assessments collected. 





“The rate of assessment per $1,000 in- 
surance, graded at the various ages of 
admission, remaining level after entry, are 
as follows: 


Age. Rate. Age. Rate. 
1825 9 ccccccccs - ee Serre 1.60 
BE—BD lc ccccccce -90 ' See 1.70 
30—33 owe eeeee 1.00 Te 1.85 
B4—B7 sn ccccccce 1.10 ., RTT 1.95 
38—40 2... weeee 1.25 err 2.20 
GFR lccscgeces 1.35 — eer 2.50 

| oe eee 1.45 errr rr rs 2.90 


“It is claimed by the management of 
the Woodmen of the World that its rates 
are sufficiently high to afford absolute 
guarantees that no future change will 
ever be necessary, and that every certifi- 
cate will be met in full at maturity. The 
fact is, the rates of the Woodmen of the 
World are wholly inadequate to méet its 
present contract obligations, to say noth- 
ing of the obligations it may hereafter 
assume. The rates will not produce 
enough to pay future losses on present 
insurance in force, 


“Deducting 12 percent of all collections 
for expense of management, as the by- 
laws of the Woodmen of the World pro- 
vide, and the cost of furnishing a $100 
monument for each deceased member, but 
making no deduction for the total dis- 
ability benefits after age 70 (no means 
being at hand to determine the ultimate 
amount of these benefits), and incontest- 
able proof is at hand that the society’s 
rates are wholly insufficient, and notwith- 
standing all statements to the contrary, the 
Woodmen of the World officials are 
aware of this. 

“Using as a measure the lowest stand- 
ard table of mortality, the National Fra- 
ternal congress table, the following illus- 
tration proves the insufficiency of the 
rates of the Woodmen of the World: 


~ oad bk a is > 
£ - O43 ‘° 64 ° 
» Ns @ “+ a ga 
oof .2 8 3 oF 
va 8388 s §s ga 
E #35 » Ags Fe 
3 a8 om . ra) a Pa 
Os =) Es “ae 3s 
3 & 8S $e e#en *sE Ed 
oe an 9% OF  .fA pn] 
< HoH Z Z 4 
25 $ 9.60 $1.15 $ .77 $ 7.68 $12.48 §$ 4.80 
30 12.00 1.44 .96 9.60 14.64 5.04 
35 13.20 1.58 1.05 10.57 17.40 6.83 
40 15.00 1.80 1.20 12.00 21.12 9.12 
45 17.40 2.09 1.40 13.91 25.92 12.01 
50 26.40 3.17 2.11 21.12 32.52 11.40 


“The management of the Woodmen of 
the World is practicing a dangerous de- 
ception upon the membership of that 
order, an indefensible deception, by its 
representations of Y adequacy. 


“The Woodmen of the World was or- 
ganized in 1890. At the close of the year 
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1904 it had attained a membership of 
238,194—accepting its own statements. 

“The Modern Woodmen Society has 
gained during the same period 652,713 
members—nearly three times the gains 
made by the Woodmen of the World. 

“The Modern Woodmen society has 
had a most favorable mortality experi- 
ence. The Woodmen of the World’ has 
not been especially fortunate in this re- 
spect, as proved by the following com- 
parative statement: 


M. W. A w. 0. W. 

Average Average 
Year th te Death Rate. 
BEDE KAvccccecovese 5.08 4.98 
BEDS cccccccccscccee 5.05 5.48 
BES cvccccccvvceces 4.60 5.07 
BROT” ccccvccvescesees 4.35 6.00 
BEE duessceosccesss 4.32 7.00 
BGOD cccccccéiccccces 4.91 7.20 
SEED ccvocgecccedess 4.64 7.40 
RPGR cvccecccvccveve 4.84 7.36 
BOSS coccecccecscccce 4.84 7.39 
BE 68 0080806600000 5.03 6.97 
)  Pererrrrr rT Tree 5.65 7.52 


“There is good reason for this high 
death rate of the Woodmen of the World. 
It is due to careless selection of working 
territory, and apparently equally careless 
selection of risks. When it is further 
considered that the Woodmen of the 
World was organized seven years after 
the Modern Woodmen of America, and 
that the present membership of the Wood- 
men of the World, on the average, is 
about two years younger than the mem- 
bership of the Modern Woodmen society, 
added significance is given to the fore- 
going comparison in mortality experience. 
The impression must remain that the 
management of the Woodmen of the 
World is open to —- criticism. 


“In point of management expense, the 
Modern Woodmen society welcomes com- 
parison with the Woodmen of the World. 
The table following for the years 189/- 
1904, inclusive, carries its own comment: 


W. O. W. per 
Capita Cost of Management. 


Taken Taken from 
from 1902 1905 Issue 
M.W.A per Issue of Fraternal 
Capita Costof Northevtt’s Monitor 
Year. Management. Statistics. Statistics. 
$1.21 $1.39 
1.26 -70 
1.26 72 
1.25 -92 
1.22 -71 
1.39 -89 
1.52 -74 
1.77 91 
— -66 
cae 81 





“Note the remarkable variation in the 
figures furnished by the management of 
the Woodmen of the World at different 
times to different statistical publications. 
Passing this, however, it may be stated 
that the figures given by the Woodmen 
of the World are incorrect. Too much 
emphasis cannot be given this statement. 
In arriving at the per capita cost of 
management, the membership of the 
society at the end of the year was taken 
as a-devisor, instead of the average or 
mean membership of the year. The use 
of the correct figures will considerably 
increase the cost per capita. 


“Tt is further proper to state, in this 
connection, that the Woodmen of the 
. World collects all the way from $1.15 per 
$1,000 to $3.17 per $1,000 insurance for 
expense of management, the average an- 
nual collection being about $1.80 per 
$1,000 insurance carried. 

“The figures furnished by the Wood- 
men of the World management to Fra- 
ternal Statistics, issued by the Fraternal 
Monitor for the year 1904, show total 
expense of management for the years 
1894-1904 inclusive to be $983,809. Com- 
paring this with the figures covering 
membership and insurance for the same 
years, and also furnished by the manage- 
ment of the Woodmen of the World, and 
knowing what the by-law contributions 
per capita and per $1,000 insurance in 
force have been, we are able to closely 
approximate the total amount collected by 
that society for expenses. 

“The total thus found is $2,654,537. 
What has become of the $1,670,728 unac- 
counted for? Was the actual expense of 
management for the period named only 
37 percent of the total amount collected 





for expense of management? Where is 
the balance?” 


WESTERN TIINDEFRWRITFER. 





Said About Peatesnals 


Here is an illustration given by the 
Travelers in its arguments with mem- 
bers of the Royal Arcanum. It can be 
adapted to any company or any frater- 
nal. The Travelers says: 

“Let us talk to a member of the 
Royal Arcanum, age 35. Under the 
new rates effective Oct. 1, 1905, he has 
several options; he can choose a rate 
which remains level to age 65, when it 
instantly becomes six times as great, or 
he can choose a rate level for life, and 
this he will undoubtedly do, as he does 
not relish the prospect of having his in- 
surance practically confiscated by such 
a fearful increase, when he is at the 
time of life least able to pay it. If he 
is insured for $2,000, his monthly as- 
sessment for life under the level rate 
plan will be $2.60, which with his 
monthly lodge dues of 50 cents make a 
monthly total of $3.10, or $37.20 a year. 
Should he pay for twenty years he has 
paid in $744. This is what his insurance 
has cost him in twenty years. For a 
non-participating twenty-payment life 
policy in the Travelers he will deposit 
$60.28 a year, or $1,205.60 in twenty 
years. He will therefore pay the 
Travelers $451.60 more than the Royal 
Arcanum in that time. Why should 
he do this? Why to have $1,132 guar- 
anteed him at that time, which is the 
cash value of the policy at the twentieth 
year. Would not any sensible man be 
willing to invest in connection with 
$2,000 insurance a sum of $461 if he 
could have the guaranty of one of the 
strongest financial institutions in the 
land that he would receive back for it 
$1,132? Is this average additional in- 
vestment of $23 a year more for twenty 
years worth making, to secure an aver- 
age saving of $56 a year, about 250 per- 
cent guaranteed returns? 

“Suppose he lived thirty years; his 
Royal Arcanum would cost him $1,116. 
Has he anything coming to him if he 
stops paying? Not one cent. Must he 
keep on paying for life? He must. He 
has hold of a ‘die to win’ proposition. 
What if he lived thirty years with the 
Travelers policy? During the first 
twenty years he paid in $1,205.60. Then 
he has a $2,000 policy all paid up for 
life. If he kept it ten years more it 
would then be worth $1,306 in cash, 
thirty years on good sound insurance, 
all his money back and a profit besides. 
This is where paying the Travelers 
about $100 more saves $1,306.” 








GOVERNOR FOLK’S VIEWS 


In a speech delivered at Kansas City 
a short time ago Governor Folk of Mis- 
souri expressed the following views: 

“The laws cannot be too strict and 
enforced too aggressively in regulating 
the conduct of those intrusted with such 
power as those have who handle the 
insurance millions, and they should be 
held to that same degree of account- 
ability before the bar of justice. It 
is not wealth about which the people 
complain; wealth in itself is a blessing; 
but the abuse of wealth is a curse. It 
is not insurance companies the people 
object to, but the breaches of trust on 
the part of some of those running the 
insurance companies. The people under- 
stand those things and know while some 
insurance people are crooked just as 
some bankers are crooked, it does not 
follow all insurance men or all bankers 
are crooked. 

“While demanding exposure and pun- 
ishment of insurance crooks and crooks 
of every other kind, the people of Ohio 
the other day elected a president of a 
life insurance company as governor of 
their state. He is an honest man and 
eminently qualified and worthy of the 
place. This shows they are not so 
blinded by the exposure as to strike 
madly at any connected with the same 
line of business. They can discriminate 
between the good and the bad.” 


“Be content with nothing less than 
something better.” 





cauon.,. 
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Talks with Beginners 








Unless you are on very familiar terms 
with a prospect do not adopt the en- 
tertaining attitude by relating anecdotes 
and stories. It puts you at once on a 
false basis. You take up too much time. 
You take a man’s mind from the sub- 
ject. It strains the conversation. Cut 
out all nonsense. 


Every salesman should develop his 
powers of initiative. Don’t be simply 
a slot machine. Do something without 
instructions. Study your prospect and 
devise the most effective means of con- 
vincing him. Get at his temperament, 
tastes and needs. Don’t have to be 
boosted every day by your manager. 
Think for yourself. Get your mind in 
motion. Go. . 


Get yourself in a condition where you 
can act on the moment. Be ready to 
meet every emergency. Then your pros- 
pect sees you know your business. Don’t 
let him make you waver or hesitate. 
Meet every objection at once. Get at 
the way to close a man. Train yourself 
along new lines. Equip yourself more 


perfectly. Let every experience be a 
help. 
% 
If you do not get a signature, leave 


the way open for the future. Sow the 
seed on fertile soil. Cover it up and 
it will grow. Rely on yourself rather 
than set rules. Just throw yourself into 
your work. When one’s personality gets 
into his soliciting, the atmosphere is 
charged with magnetism. 
% 


Don’t waste time explaining to a pros- 


pect what he already knows. Strike 
definitely along lines where he lacks 
knowledge or which he questions. Don’t 


shoot at a liundred marks. Aim at one 
definite end and work toward it. Dis- 
cern what obstacles are blocking you 


and endeavor to remove them. Don’t 
express yourself in generalities. Make 
every sentence count. Talk straight 
business. 

% 


Don’t apologize for calling on a man 
during business hours. Your time is as 
valuable as his and your proposition is 
as important as numerous others which 
he has presented to him every day to 


consider. Assume at once that he is 
interested. Get his attention at once 
and keep it. Train yourself so that 


you can tell by intuition whether a man 
means what he says. Let your talk be 
clear and practical. 


> 


Don’t let a man think you are simply 
unloosing a lot of words, that you are 
working in a perfunctory way. If you 
are not interested, your prospect cannot 
be. Never approach a man when you 
are downcast, or expect him to refuse 
you. Confidence begets confidence. Get 
away from hackneyed and _ stereotyped 
phrases. You have got to show a man 
that he needs your policy. If it bears 
no relation to him, you can’t reach him. 
Answer the question for every prospect, 
Why should I have this policy? 

> 


Suppose a salesman begins describing 
particular policies before a prospect is 
convinced he wants insurance. He will 
never land him. The agent has begun 
wrong end first. He is trying to sell to 
a man a remedy for consumption before 
the prospect is convinced he has con- 
sumption. Before you sell you must 
show your prospect how his well-being 
depends on your proposition. Get on 
his platform and campaign next to the 
ground. - 

+ 


Get away from routine or rote. Don’t 
let your arguments always follow a cer- 
tain sequence, for all men are not alike. 
It is like “speaking a piece” at school. 
Get thrown off your guard and you are 
gone. Fit your arguments to the man 
and not the man to the arguments. 
Pull your statements and facts out of 





your mind’s pigeonholes not necessarily 
according to any. set order, but suit 
them to the moment and its needs. Be 
ready to reach for any pigeonhole in an 
instant and be sure your arguments are 
there. 

% 


Don’t mention rates first. Your pros- 
pect will balk. It looks too big. He 
will keep cost in mind all through your 
conversation. Your points will be dis- 
counted. You must convince him first 
that he wants a policy. The cost should 
come last. ° 


Put yourself in the place of your pros- 
pect, with your knowledge of insurance. 
Work out for him that kind of a policy 
that will best suit his needs regardless 
of your commission. He must profit as 
well as you. His benefit must not be 
overlooked. Study your customer’s side. 
Work for his interest as well as your 
own. Do not let selfishness dominate 
you. When your prospect feels you 
are advising him honestly and fairly, he 
will tie to you. You are not selling 
a gold brick. He should get value re- 
ceived. You are being paid for your 
services and your best effort should be 
given to your prospect’s highest welfare. 


ARE SCHEMES NECESSARY IN 
LAUNCHING A NEW COMPANY? 


Can a new life company be developed 
without any stock-selling device, special 
contract or side-issue scheme? Most 
new companies are selling stock in con- 
nection with policies. Some have spe- 
cial deals of other kinds where the pur- 
chaser is attracted to returns other than 
those from life insurance. 

It is advantageous to have influential 
men in a community around which a 
company’s agents may work. The com- 
panies employing these devices have had 
the most rapid growth. There are many 
advantages from the temporary business 
point of view, but these side issues have 
their objectionable features. 

In the first place the public is given 
to understand that there is much profit 
in the life insurance business. It leaves 
the impression that if this rake-off can 
be given, rates are too high. The es- 
sence of life insurance is lost sight of. 
Men’s minds are diverted from its mer- 
its. Agents, too, being trained to sell 
stock get out of training in selling 
straight life insurance. 

Then, again, can companies give the 
returns on stock they estimate? Con- 
ditions have materially changed from the 
old days. With the enormous expense 
of running a new company there will 
be little in sight in the way of profits 
for many years. 

Whether the benefits derived in the 
early days from these promotion meth- 
ods outweigh their objectionable phases 
cannot yet be definitely stated. Most 
officials look upon these plans as purely 
for pioneer purposes for breaking the 
soil. When they get a field under cul- 
tivation, then they propose to discard 
them. The argument is set forth that 
more heroic measures are needed to 
blaze the way through forest and virgin 
ground. 

Would it be possible for a company 
endeavoring to get a foothold to turn 
to some regular contract and specialize 
on it? For instance, suppose a company 
made a drive on stock rate insurance. 
That would appeal to the public now, 
bed-rock cost, with all guaranties stated. 
Actuaries are generally agreed that in 
order to get the rates down to a point 
where such policies will appeal to men 
the loading will have to be compara- 
tively small and smaller commissions 
will result. 

Still if the public desires this insur- 
ance and agents can sell it readily, they 
should be able to make good money even 
if the margin on a single policy is not 
so large. Large mail-order houses and 
many other mercantile establishments 
make money on small margins by sell- 
ing goods rapidly. The same plan might 
be used in connection with non-partici- 
pating policies, 








IF YOU ARE GOING 


To change Companies read our claim to 
your confidence as stated below. #* 








The Equitable Life of lowa 


Strength 
Safety 
Profit 


Low Premiums 
Annual Dividends 
Equitable Policies 


Has a large percentage of assets to liabilities; a low death 
rate; a high interest rate; secures all policies by deposit of the full 
reserve; and its dividends, as its management believes, are larger 
than those of other Companies on similar policies. 


Its premium rates are very low (still on the four per cent 
basis), its dividends are paid annually and its policies are equit- 
able and just, embracing all provisions really advantageous and 


beneficial to assured and family. 


Agents’ Commis- 
sion Interest 
Grows Rapidly 


No State Agents 


Contracts Direct 
with Home Office 


Territory Practi- 
cally Exclusive 


Wants Good Men 


To Do Honest 
Work 


Its Agency business is done on the District plan. 
appoint State Agents nor “Managers” for large sections of territory 
nor open all territory to all agents. 

On the contrary it offers direct Contracts, practically exclu- 
sive, for one or more Counties, to men who are worthy and quali- 
fied, all reporting directly to the Home Office. 


Its business is growing rapidly, it has a very low lapse ratio 
and increases its amount at risk annually by a very large per cent 
of the amount written. 


It does not 


It requires in its representatives intelligence, integrity, and 
activity. Its contracts with agents are equitable and permanent. 
It wants a steady, legitimate effort, day by day, by responsible and 
reliable men, who will treat both applicant and Company with the 


same fairness and courtesy to be found in other lines of business. 


It does not seek brokerage business, but pays its highest 


commissions to Agents with renewal Contracts. 
salaries nor give guarantees. 


No Salaries 


Or Guarantees or “great producers.” 


Or Bonuses 

Or Quotas 
written under high pressure. 
don’t pay. 

We Don’t ASK 

Ser to change. 

ut, if you ARE 
GOING to change, 


consider us, 


It does not pay 
Its offers will not attract rounders 
It doesn’t fix quotas for its Agents to pro- 


duce, nor pay bonuses. It doesn’t want boomers, nor business 


Such business won't stick and 


Agents desiring to change, and to represent such a Company 
as is above described and under such plans of management, may 
find it to their interest to correspond with us. 


Home Office: Des Moines, Iowa 





WAN TE DP 
MANAGERS 


For a Central Western State and 
Two Central Southern States 


by one of the best-known and 
most progressive old-line companies. 
Exceptional opportunities for first- 
class men. Application confidential. 


ADDRESS 


“MANAGERS WANTED” 


Care of the Western Underwriter 


145 La Salle Street Chicago 


RESTRICTING THE TERRITORY 


There seems to be a tendency now on 
part of ‘some of the life insurance com- 
panies to restrict their field operations 
more closely than they have before and 
cultivate the states that are most profit- 
able. Some companies have been oper- 
ating in some states on rather a small 
scale, but find it is more profitable to 
follow a more intensive system of culti- 
vation on a smaller territory. The taxes 
and fees in some states are quite high 
and this is likely to drive companies to 
the more favorable states. It is calcu- 
lated that considerable can be saved if 
greater attention is given to a more lim- 
ited territory. 








Possibly Robert Louis Stevenson had 
certain life insurance solicitors in mind 
when he wrote: “He was essentially glib, 
as becomes the young advocate, and essen- 
tially careless of the truth, which is the 
mark of the young ass; and so he talked 
at random.” 





Non-Participating Insurance 


You know that non-participating in- 
surance sells easily and makes permanent 
friends for the agent, and that friends 
help get other business. 

You know why you have not pushed 
non-participating insurance. We know 
that reason does not hold good with our 
non-participating policies. Find out about 
it confidentially. 


We have a fine general agency open- 
ing in Illinois and in Minnesota. 


H. E. Marshall, Supt., Northwestern Dept. 
1301-6 Monadnock Block, Chicago 





THE NON-PARTICIPATING RATES OF THE 


Old Reliable 
MICHIGAN MUTUAL LIFE 


are from eighteen to twenty-two per cent 
less than Participating Rates. 


Liberal Commissions (same as on Participating). 


Correspondence solicited with reliable insurance 
men and brokers generally. 





Northwestern Department 
Rooms 209-256, 315 Dearborn St., Chicago, Ill 
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Among the Companies 





There is some speculation as to what 
dividends the Northwestern Mutual will 
pay on its annual dividend, renewable 
term policy. The company officers claim 
it will be able to pay larger dividends 
than any other company on this form. 
The following are the Penn Mutual’s 
dividends for 1905 on its ten-year term 
policy: Age 21, 11.6 percent; 25, 13.0, 
30, 16.9; 35, 18.9; 40, 20.7; 45, 22.5; 50, 
22.1; 55, 19.6; 60, 16.2. 

+ + 


The Union Central gives the following 
dividends on a ten-payment twenty-year 
endowment issueed in 1885, premium 
$75.39: 


Year. Dividends. Additions. 
1887 cose eoccccece TIDE sccccescesotes $12.89 
TBSS cccccecccccces Re vecececceccess 13.73 





Total received by policyholder..... $1,291.97 
Total premiums paid 753.90 


Gain to policyholder...........0.+. $ 538.07 
+ & 


The annual dividend contracts issued 
by the Travelers in 1903 have paid the 
following dividends on a _ twenty-pay- 
ment life, age 43, $10,000, with $460.40 
premium: First dividend, $59; second 
dividend, $63.60. 

+ 


The Provident Savings is very much 
pleased with the workings of the daily 
report system which it introduced some- 
thing over a year ago. It is found that 
it makes available within a day or two 
after collection all money taken in at 
branch offices, while under the old sys- 
tem of monthly reports these funds ac- 
cumulated for an average period of two 
weeks before the company could draw 
checks against them. The daily report 
system is found to keep the cashiers 
better checked up and to stop much 
laxity in methods which is likely to de- 
velop where reports are made only at 
long intervals. 





LIFE INSURANCE MEN NOT OVERPAID 


During the present life insurance 
agitation many statements have been 
made as to the supposed large income 
of life insurance agents. In the old 
days when insurance was easier to write, 
general agents built up remunerative 
offices. Some of them now enjoy a 
good-sized income, but it has been hon- 
estly secured. Hard work, careful at- 
tention and much effort are required to 
get a general agency in shape. Prob- 
ably as many have failed as succeeded. 
Considerable capital is required to de- 
velop an agency. Every general agent 
has a good share of his capital tied up 
in his work. 

Taking the transactions of a general 
agency, the money handled and business 
done, the head is receiving no greater 
income, if as great, as other business 
enterprises of the same magnitude. 

The sub-agent is not a Croesus by any 
means. By far more solicitors fail than 
succeed. They cannot make it go. Take 
a man writing $100,000 a year and such 
an agent is a star. If he saved all his 
commissions he would receive about 
$2,500 a year. However, the $100,000 
man has to pay his helpers, so that he 
averages about $1,800 or $2,000. For the 
amount of work he does that is a very 
modest stipend. Of course, if he stays 
in the business long enough he has his 
renewals, but renewal commissions are 
not large. 

The agent is not making big money. 
He is not remunerated as well as many 
other salesmen. The agent earns every 
dollar that he gets, for life insurance 
soliciting is the hardest kind of work. 


BEST CLASSES TO SOLICIT 


Regarding good classes of men to 
solicit, the Columbian National says: 

“One special—they were all about 
equally successful in their chosen call- 
ing—expressed it as his opinion that 
men in commercial lines are the more 
receptive to a life insurance proposition, 
because, being business men, they have 
a clearer and better appreciation of in- 
vestment, the safeguarding of income 
and property, of protection against mis- 
fortune and business reverses. 

Of professional men, the consensus 
of opinion decidedly favored successful 
lawyers, because most lawyers are keen 
as to contracts, and readily grasp the 
provisions of an insurance _ contract. 
Another reason why lawyers are good 
patrons of life insurance is because, as 
a class, they live up to, or about up to, 
their incomes, and, as a class, they die 
poor, unless they carry a good line of 
insurance. Hence they seek to provide 
for dependents by means of insurance. 





NEW NON-PARTICIPATING RATES OF THE FRANKLIN LIFE 














Endowment. 

10 20 15 10 
Pre Yea Yea: Years 
$38.48 $43.58 $60.01 $97.08 

39 43.63 60.0 97.11 

39.76 43.68 60.12 97.14 

40.44 43.74 60.17 97.17 

41.14 43.80 60.23 97.21 

41.87 43.86 60.29 97.25 

42.63 43.94 60.35 97.29 

43.41 44.02 60.42 97.33 

44.22 44.11 60.49 97.38 
44.20 60.57 97.44 
45.93 44.31 60.67 97.49 
44.43 60.76 97.56 

47.77 44.56 60.87 97.63 

48.74 44.71 60.98 97.71 

49.74 44.87 61.11 97.79 

50.78 45.04 61.25 97.89 

51.86 45.26 61.41 97.99 

52.98 45.49 61.58 98.10 

54.14 45.76 61.78 98.23 

46.05 2.00 98.37 
56.60 46.38 62.23 98.54 
57.89 46.76 62.50 98.72 
59.24 47.18 62.80 98.93 
60.64 47.64 63.14 99.16 
62.10 48.18 63.52 99.43 
63.61 48.78 63.96 99.74 
65.18 49.44 64.45 100.09 
66.82 50.19 65.00 100.49 
68.52 51.02 65.61 100.93 
70.28 51.95 66.31 00 
72.12 52.98 67.07 101.99 
74.02 54.13 67.93 102.61 

55.39 68.88 103.30 
78.06 56.80 69.93 104.07 
80.21 58.35 71.10 104.92 
82.45 60.07 72.41 105.87 
84.78 61.97 73.86 106.93 

64.05 75.47 108.10 
89.79 66.35 77.26 109.41 








Some of the cardinal aims of the UNION 
MUTUAL management are—to be conserva 
tive in the choice of investments—-to be pro- 
gressive in the prosecution of the business— 
to be faithful to the interests of policyholders. 
Agents of Like Inclination Cordially Wel d 


Union Mutual Life Insurance Company 


PORTLAND, MAINE Fred E. Richards, President; Arthur L. Bates, Vice-President 


For terri’ address either Thornton Chase, Superintendent, 84 Adams St., Chicago, Ill. 
son D. Scofield, Superintendent, 180 Broadway, New York City 


CONSERVATIVE 
PROGRESSIVE 
FAITHFUL 




















CHARTERED 1866 
HARTFORD LIFE iarvroro: conn. 
GEO. E. KEENEY, President CHAS. H. BACALL, Secretary 


Up-to-date in business methods—in contracts—in plans 

—BEST insurance to buy or to sell—ordinary life and 

limited payment policies—automatic endowments at 80 
$27,307,910 paid to beneficiaries Liberal contracts for business getters 
INVESTIGATE 


IN ALL THAT IS GOOD, IOWA AFFORDS THE BEST 
FRANK D. JACKSON, President. SIDNEY A. FOSTER, Secretary. 


Royal Union Mutual Life Insurance Co. 


of Des Moines, Iowa 
THE BEST POLICY IN THE SAFEST COMPANY 


Writes all forms of participating and non-participating policies and secures them a deposit of their 
full value in approved securities with the State of Iowa. This is the law. A certificate from the 
State Auditor with omy policy. 

Rate of interest earned 1904, 6.25%. Most absolute safety. Biggest cash settlements. Reliable 
representatives wanted. 


J. W. A. STAUDT, State Agent, 209-212 City National Bank Bldg., Canton, O. 


fear The Pacific Mutual Life or'cctirornta 
Can’t be matched by any other company 


For Example—20 Payment Life—Amount $10,000—Age 35 


$50 a week if disabled by accident. GIVES $10,000 if ou and permanently disabled. 
$50 a week if disabled by disease. $5,660 and a cash dividend at the end of 20 years. 
$10,000 to your family should you die. 
ASSETS, $7,800,000 SURPLUS, $900,000 
Agents shonld apply to 


DANFORD M. BAKER, General Agent, Suite 608 Marquette Building, Chicago 














National Life Insurance Company 


Established in 1850 OF VERMONT Operating in 42 States 


Josern A. Ds Borr, President. Osman D. CuarK, Secretary. C. E. Mouton, Actuary. 
JAMES T. PHELPs, Vice-President. H. M. Curier, Treasurer. F. A. How.anp, Counsel. 
Jas. B. Estes, 2nd Vice-President. A. B. Bisser, Med. Director. 


This Company held January 1, 1905, and gained during the past decade: 


Assets, - $31,398,453.67 Gain, 184% 
Surplus, - - 3,458 ,075.90 Gain, 142% 
Insurance, - 134,761,554.00 Gain, 107% 


Sells the Best and Most Modern in Life, Term, Endowment and Annuity Insurance. 


OLMSTED BROS. & CO., State Agents, D. G. DRAKE, 
Williamson Bidg., Cleveland, Ohio 432 Marquette Bidg., Chicago, Ill. 





— 4 7 Exclusive 
~ Territory 
” Liberal 
Contracts 
OF NEW YORK 
STRENGTH SECURITY SOLIDITY 


R. P. WOODS, Agency Manager Ohio, Kentucky, Indiana and W. Virginia, 222 W. 4th St., Cincinnati, 0. 


WANTED! 4 few 
good PERSONAL 
PRODUCERS in 
Chicago. Call at 


Room 1607, Chicago Title and Trust Building, 100 Washington St. 


ORGANIZED 1851 


2HE OLD Phoenix Mutual Life ener 


OF HARGFORD, CONN. 


issues ony poe form of life insurance contract with specially attractive features. 
or territory, liberal terms to agents and sample pol cies address 

O. W. BAIR, Gen. Agt. for Southern Ohio. - - 

FOX & NIELSEN. Gen, fan, for Northern Ohio, - - 

McDONALD & WINGFI . Gen. Agts. for Kentucky, - 

TAMES 8S, NORRIS, Mgr. for Wisconsin. - - 





LIBERAL RENEWAL 





Contracts Direcr 





with the CoMPANY 














- Union Trust Bidg., Cincinnat 
- Garfield Bidg., Cleveland 
- Keller Bidg.. Louisville 
- - Goldschmidt Bidg., Milwaukee 
JULES GIRARDIN, Manager 


¢ 
Rooms 328-329, 164 La Salle Street, Chicago, Ill, 
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In carrying forward the work, keep 
constantly in mind the importance of 
having policyholders carefully and thor- 
oughly understand their contracts, and 
never disregard an opportunity to cor- 
rect any misconception that may exist 
regarding any feature of a policy. Do 
not pass lightly over this suggestion. It 
is vital to the welfare of the business. 

Strive continually to prevent feelings 
of unrest and dissatisfaction on the part 
of those insured, and the best time of 
ali to obviate misunderstanding is when 
the insurance is being sold—to describe 
the policy fairly, clearly and explicitly— 
to understate rather than exaggerate its 
features. The principles of life insurance 
have abundant merit and attractiveness 
to right-intentioned prospects; to en- 
large upon what a policy can accom- 
plish only creates a wrong impression 
needlessly, which is likely at some later 
period to be difficult to correct. 

When a man hesitates about going 
further with his policy, bring home to 
him forcefully the legacy of regret that 
would come to his family if his death 
happened to take place—how their posi- 
tion might be altogether one of hardship 
merely because he was misguided by the 
fanciful opinions about insurance theo- 
ries that are so prevalent in the public 
press. It is a time for earnest, careful, 
thoughtful work. Be particular not to 
unreasonably expand the advantages of 
protection. Tell the facts fairly, with 
an enthusiasm that manifests the utmost 
faith, with a sincerity that carries confi- 
dence. Make much of the point that the 
harm is greatest to the personal interests 
of the insured when a policy is aban- 
doned. Contrast the folly of lapsing, the 
wisdom of continuing and illustrate the 
two positions by instances of which you 
may know.—Union Mutual Bulletin, 

+ 

It is right here that agents should do 
educational work by calling attention 
to the following facts: 

(a) What sensible, conservative or 
even reasonable business man would 
have any confidence in an _ insurance 
proposition where the computative inter- 
est rate is in excess of the present legal 
standard, which is 3% percent, in view 
of the fact that national, state, county 
and municipal bonds are yielding less 
than the required standard? The com- 
panies by investing in mortgages, rail- 
road bonds, etc., have been enabled to 
considerably exceed the legal require- 
ment, but there is no proof that this 
can be done ten, twenty or thirty years 
hence. Therefore conservatism  de- 
mands that the legal rate should be low 
enough to guarantee safety. The dif- 
ference between the legal rate and the 
actual earnings should accrue to policy- 
holders in the form of dividends. 

(b) What reasonable person would 
have any confidence in a life insurance 
company that would claim public patron- 
age on the basis of a mortality table 
below the standard tables in the light 
of the fact that after eliminating the 
benefits of selection, which do not last 
exceeding seven years, the correctness 
of the present standard tables has been 
confirmed by each and every insurance 
generation? The savings effected by 
selection, which vary according to the 
care exercised should insure to policy- 
holders in the way of dividends. 

(c) What sensible person would have 
confidence in a company which proposes 
to hold its own in competition with sev- 
enty-five life insurance companies by 
materially reducing the expense loading? 
This is a matter that competition regu- 
Jates. The anxiety for business leads 
companies to reduce the expense loading 
to a minimum, and it is not a question 
of its being too high, but it is a danger 
in some instances of its being too low, 
since in certain companies surplus has 
been diverted to expense, which ought 
to have been paid as dividends. This, 


of course, can be avoided by limiting 
in the policy contract the expense man- 
agement to the loading. 

(d) “It should be remembered that the 





net premium is fixed by law and is the 
same in all companies. Therefore the 
difference in premiums charged is wholly 
a questior® of loading for expenses, and 
there is such a thing as making that load- 
ing too small to enable the company to 
hold its own in competition with others. 
Safety and security demand that the 
loading be sufficient to enable the com- 
pany to properly prosecute its business. 

It will be seen from the above that 
there is no hope or reasonable expecta- 
tion of premium rates being reduced. 
No legislature, in the light of statistics, 
could afford either to increase the legal 
interest rate, or decrease the prescribed 
mortality rate. One or both these 
changes would have to be made in order 
to reduce the premium rate, except that 
the expense loading might be reduced, 
which would be equally foolhardy, be- 
cause the financial ability to perpetuate 
the existence of a company is always of 
the first importance. 

It is probable that for a time at least 
non-participating rates and advance divi- 
dend rates, under which earnings have 
in part been discounted, will be more 
popular than the gross rates, but as the 
latter present many advantages it is only 
a question of time when people will seek 
these advantages.—Fidelity Mutual Bul- 


letin. 
+ + 


Many men new in the insurance busi- 
ness fail, not because of lack of energy, 
ability or tact. They fail because they 
do not so direct their work as to get 
maximum results and build up perma- 
nently. Insurance must be sold and so- 
licited for in the same way as any other 
goods. If a person employed in selling 
books approached only those he knew, 
or spent his time in running from one 
corner of the city to another he would 
have little to show for his efforts. In- 
surance should be solicited the same way 
that books are sold. Start at the top of 
a building and work down. Interview 
every man that you can get an inter- 
view with. If you do not sell, you at 
least leave an impression and make the 
next interview easier. By systematically 
canvassing in this way you build up a 
line of prospects, make acquaintances, 
eet yourself known among the public as 
on insurance man, and this all counts 
for business After you have worked the 
same territory over several times, the 
business is bound to come. Your line 
of vrospects will increase and you can’t 
help but make a success. If you have 
heen soliciting at random, try the con- 
centrated method and keep at it. Out of 
every so many you solicit you are bound 
to write:a certain number, and by so- 
liciting every one you will often write 
‘he ore to whom you least expected to 
sell insurance.—Travelers Agents Record. 


& + 


The primary object of medical exami- 
nations is to prevent lives below stand- 
ard from securing insurance. In effect 
it furnishes the company with lives 
which are free from actual disease or a 
marked tendency thereto at the time 
and remain measurably free from chronic 
troubles for several years. Until the 
effect of this medical selection wears off 
the mortality is below the average of 
lives longer insured. Thus, for exam- 
nle, it is usual in judging of the mortal- 
ity of an aggregate of insured lives to 
form a so-called “ultimate” table of ex- 
perience from which the first five policy 
vears have been eliminated, that time 
heing the period during which the effect 
of medical selection is most apparent. 
Where a company is doing a large new 
husiness upon which the mortality is 
light during the first few years it is 
evident that there is a considerable sav- 
ing from mortality which results from 
such new business and which is a 
proper offset to the cost of securing the 
new policies. A second offset is to be 
found in the surrender charges made in 
the case of persons who after becoming 
members of the company disturb the 
average of vitality by withdrawing. 
This surrender charge is a proper offset 
to the cost of obtaining a new and ac- 
ceptable life to take the place of the 


delinquent. Jt therefore appears that the 





Provident Lite and Grust Co. 


F PHILADELPHIA 


oO 
Insurance in Force, $167,.489,576.00 


Assets, $55,464,790.68 


In everything which makes Lif+ Insurance perfectly safe, moderate in cost, and suitable to the 


needs of insurers the PROVIDENT is unexcelied. 


Evidence of the skiiful and faithful management.of this company is found in its exceedingly 


low expense rate, and the remarkably favorable rate of mortulity. For the full period 


of its 


existence, the death rate has been only .61 of the rate indicated by the authoritative tables. 


CORRESPONDENCE WITH AGENTS § 


Wit D. YerGer, General Agent, Western Ohio 
4. S. SAFFOLD. General Agent, Eastern Ohio - 
J. W. Crook, General Agent - ~ - - - 
James W. JANNEY, General Agent - - 


Bassett & Reese, General Agents - : > «£ - 


OLICITED 
312 Union Trust Building, Cincinn ti, Ohio 
- 706-710 Gartield Building, Cleveland, Ohio 
- 720 Spitzer Building, Toledo, Obio 
- + + 825 Marquette Building, Cnicago Ill 
44 Home Bank Building, Detroit. Mich 





The Washington Life 


INSURANCE COMPANY 
Established 1860. JOHN TATLOCK, President 





INVESTIGATE OUR PLAN 


We have the most modern agency contracts 
whereby the »roducer can make money for him- 
self and the company. 

Write or call for particulars. 





E. A. DAVIS, Gen. Agent 
155 La Salle Street CHICAGO 


What is the use of saying ‘‘the best company,"’ 
or ‘‘the strongest company,’’ or “‘the largest 
company?’’ They all say those things. 


We Say Simply 
THE 


Penn Mutual Life 


Insurance Company 
OF PHILADELPHIA 


Organized 1847 





That Tells the Whole Story 





IF IS ADMITTED 


that the holder of an old-line life insurance policy at first 


pays more than his insurance 





costs, in order that in the 


later years he may. pay less than it costs. These overpay- 


ments, with interest, are ‘called reserve. 


In most companies 


those who die forfeit these overpayments, but not in a certain 
company that has a General Agency opening in Chicago and 


Central Illinois. 


Address 
SUPT. NORTHWESTERN 
DEPARTMENT 


1301-6 Monadnock Block, Chicago 





The State Life Insurance Company 


INDIANAPOLIS, INDIANA 


ANDREW M. SWEENEY SAMULL 


President 


V.-Pres. and supt. of Agents 


QUINN WILBUR 8. WYNN 


Secretary and Actuary 


UNPARALLELED RECORD 
Deposit with State of Indiana to Protect all Policyholders. $2,700,000 
TO INSURANCE AGENTS Examine the L fe Annuity Competitive Contract of this Co pany. An o’iginal method 





che Agent an opportunity to grow with and sh re in the 


enables the average agent to win a competency and become independent. 


of securing a closer fratern'ty of intervst between t:e Agent and the Company. 


It gives 
prosperi‘y of this Company a- it vrows an osrers. It 
WRIT« FOR PARTICULARS. 


The Company has desirable territory for capable men. Contracts direct with the home office, 





RELIANCE 


Life Insurance Co. 
OF PITTSBURGH 


JAS. H. REED, 
President 





Life Representatives: 


We offer direct renewal con- 
tracts for excellent territory 
in Onbio, Illinois, Indiana, 
Michigan, New York and 
New England States. 


ADDRESS: 


AGENCY DEPT., PITTSBURGH, PA. 





FORTY-SIXTH YEAR 


HOME LIFE 


INSURANCE COMPANY 
OF NEW YORK 


GEO. E. IDE, President 


Admitted Assets........... $16,606,229.07 
Policy Reserve, etc........ 13,783,512 00 
Dividend Endowment Fund 1,290,036.00 

(Deferred Dividends) 
1,134, 104.25 


eee 
Insurance in Force 74,892,289.00 





eeeeeeee 





Continuous Renewals 


To District Managers and General Agents in Ohio 
This is @ splendid rtunity for men of 


capacity permanent 
ouliding for the future with a company organized under the laws of Ohio and subjected to rigid 


Annual Examinations. 


and Georgia and throughout the Soutbern States. 
to make a and in 


Up-to-Date Contracts Containing Many Talking Points 


Do not delay investigation but begin at once to 
progressive company. Address 


profit by selling the matchless contracts of this 


The Columbia Life Insurance Company 
FELIX G. CROSS, President 
Home Office: Rawson Building, Cincinnati, Ohio 





commissions paid to agents for securing 
new business are by no means a charge 
in full upon old members, but are met 
in part by the favorable effect which 
the new business has upon the mortality 
and by the fines imposed upon _ with- 





drawing members—Northwestern Mu- 
tual Field Notes. We: 


The salary in any business under heaven 
is not the only, nor indeed the first ques- 
tion. That you should continue to exist 
is a matter for your own consideration ; 
but that your business should be, first, 
honest, and, second, useful, are points in 
which honor and morality are concerned. 
—Robert Louis Stevenson. 











